


ELECTRICAL 
WHOLESALING 


HE electrical wholesaler has a story to tell. It is a colorful story, 
one of service and achievement that directly concerns every elec- 
trical buyer. 

Strange as it may seem, this story has never been fully told, but 
there are reasons. In the first place, the electrical wholesaler has 
been—and always will be—far too busy with the conduct of his own 
business. Also, like every successful business man, he is much too 
modest to paint a picture of the sort of a job he is doing. 

Nevertheless, the story should be told for it vitally concerns every 
user of electrical products. Therefore, this issue of ELECTRICAL 
WHOLESALING is directed to the customer of the wholesaler, rather 
than to the wholesaler himself. 

This copy has been sent you at the suggestion of an electrical 
wholesaler in your community. The following pages will, we hope, 
bring to you a new conception of the value of the wholesaler's services, 
regardless of whether you are an industrial or utility purchasing agent, 
a maintenance engineer, or an electrical contractor. 

They have been written with but a single purpose,—to help you 
save dollars by utilizing more fully the facilities of your local elec- 
trical wholesaler. 
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Weatherproof Switch, Receptacle 


SOLD THROUGH YOUR 


16 


These devices defy the weather at outside entrances, on 
porches, in patios, for operating outdoor lights or appliances. 
The Switch No. 7981 has completely enclosed mechanism. 
Ics cadmium-finished brass plate fits over a rubber mat, 
weather-tight. Operated by a handy indicating lever. Fits any 
standard wall box; comes in single-pole, double-pole, 3-way 
and 4-way types. Complete listings in data-sheet on request. 


HAKT &HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 


The Receptacle No. 7792 provides for plugging-in lights 
on porches or terraces, for Holiday tree or lawn lighting 
and for operation of outdoor appliances. Saves nuisance of 
temporary wiring from inside. Has cadmium-finished brass 
plate, fitting on rubber mat, with metal cap to screw over 
receptacle opening when not in use. When connected, the 
regular plug cap may be covered with metal Cap No. 7793. 


" ELECTRICAL WHOLESALER 
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A story that has never 
' before been told 


* 


THE REASONS WHY IT PAYS 
TO BUY FROM THE ELECTRICAL 
WHOLESALER 


* 


A story of consuming interest 
to every 


ro INDUSTRIAL BUYER 
MAINTENANCE ENGINEER 





ELECTRICAL CONTRACTOR 
and UTILITY EXECUTIVE 
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What is an Electrical Wholesaler? 








The Electrical Wholesaler Performs 


FIVE 'seevices 



















“The term ‘Electrical Wholesaler’ is defined to mean a 
person, firm or corporation which carries a general 
stock of electrical commodities, including electrical 
supplies .. . 75 per cent or more of whose sales are 
at wholesale to dealers for resale, to electrical con- 
tractors, to steam and electric railroads, to Federal 
and state governments and municipalities, to public 
utilities, to industrial companies which have electrical 
maintenance departments, and to manufacturers. re- 
quiring electrical materials in the fabrication of their 
products. 

“Provided, however, such person, firm or corpora- 

tion performs the following functions: 

1. Maintains and warehouses an adequate stock of 
standard electrical commodities sufficient to sup- 
ply the trade. 

2. Maintains delivery service and facilities for pick-up 
service. 

3. Maintains a selling organization trained to pro- 
mote, specify and quote on electrical commodi- 
ties, and to handle properly matters of service or 

He meets these essential quali- misunderstanding with customers. 


fications as defined by the 4. Distributes catalogs showing and describing the 
most essential items in common use in the industry. 











National Electrical Wholesalers’ 5. Extends justified credit to the buyers within his 
Association territory upon reasonable terms, and does not 
perform such wholesale functions to secure ad- 

a vantages for the direct or indirect benefit of 

Vi" associated or allied persons, firms or corpora- 


tions, or the officers or employees of such firms or 
corporations.” 
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A $500,000,000 Industry 


764 concerns are actively engaged in the 
wholesale distribution of electrical sup- 


plies and equipment 





They Maintain 


warehouse and 
sales organiza- 
tions in 


1,100 








cities of the 
United States. 
They travel 








salesmen. 
Their warehouses 
occupy 


5,500 








acres of floorspace, 
and they handle the 
products of more than 








electrical 
manufacturers 


1,000 











Their Sales 
should be 


in excess of 


A HALF-BILLION DOLLARS 





SEER. Zanes 
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Nation Wide Industry 
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be Regardless of his location, the user of electrical products can avail him- 
self of the warehousing, sales and credit facilities of a nearby electrical 


wholesaler. 
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The Electrical Wholesaler} 
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Handles These Products 
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Important Facts Concerning the | 


2 
cant 





He assembles into a single warehouse the 





PRODUCTS OF 140 MANUFACTURERS 


ait 





CARRIES IN STOCK 4,500 SEPARATE ITEMS 





HAS $75,000 INVESTED IN HIS INVENTORY 





TRAVELS 5 SALESMEN 











SERVES 8600 CUSTOMERS 
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Typical Electrical Wholesaler 












OCCUPIES SQ. FT. OF FLOOR SPACE 











SERVES 


A TERRITORY OF MILES RADIUS 








SELLS ONLY AT WHOLESALE 








COMPETENT INSIDE 


MAINTAINS A ORGANIZATION 











ISSUES A CATALOG TO THE TRADE 








MAINTAINS 
DISPLAYS OF 


NEW AND IMPROVED 
PRODUCTS 





























March 1937 — ELECTRICAL WHOLESALING 25 








26 











The wholesaler’s sales manager is a veteran who has 
come up from the ranks. He knows both his warehouse 
and his territory from first-hand experience. He has a 
two-fold job, to train his salesmen and to develop his 
local market. 

Frequent sales meetings keep his men informed as to 
house policies, price and irventory conditions. At these 
meetings sales experiences are exchanged, sales accom- 
plishments reported, and new sales plans explained. 
Manufacturers’ representatives are often present to dis- 
cuss their lines in detail. His job of educating and training 
salesmen is a continuous one. 

The sales manager is no swivel-chair executive, how- 
ever. Constantly in the field, coaching salesmen and 
contacting customers, he knows the actual market con- 
ditions in his territory and plans his selling efforts ac- 
cordingly. 


The wholesaler’s purchasing agent is an expert, 
for it is his responsibility to select only those prod- 
ucts best suited to the needs of his customers. 

His expertness as a buyer results from a thorough 
familiarity with the needs of his customers, com- 
bined with an intimate knowledge of raw mate- 
rials, manufacturing methods ahd transportation 
costs, in addition to the relative merits of competing 
products. 

He gives over to interviews with manufacturers’ 
salesmen, and the investigation of their lines, far 
more time than any of his customers can afford to 
devote to their electrical buying. 

The wholesaler’s purchasing agent has built a 
reputation as a keen judge of what products will 
give greatest satisfaction. He uses every precaution 
to maintain that reputation. 











THE SALES MANAGER 
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a Specialist in his Field 












No man in the wholesaler’s entire organization has 
greater responsibilities or a wider range of duties 
than the “boss of the warehouse,” the service 
manager. 

Stocks must be constantly checked against sales, 
and adjustments made to meet changes in demand. 
Mail and phone orders must be edited, priced, as- 
sembled, packed and shipped accurately and 
quickly. There can be no congestion in receiving 
or shipping rooms. Deliveries must be made on 
schedule. There must be competent service at the 
sales counter. Prompt attention must be given to 
quotations, adjustments and complaints. 

Such are the service manager’s responsibilities. 
He works early and late, and is “on call” after 
hours for he, too, has a reputation to uphold — 
a reputation for rendering service. 



























The wholesaler’s credit manager knows that formal 
credit ratings — or the lack of them — do not always tell 
the whole story of a concern’s financial responsibility. 

In his frequent contacts with customers and prospective 
customers, he appraises their personal characters, their 
past records, their immediate and future business pros- 
pects and similar factors which, while not revealed by 
financial statements, are nevertheless of vital concern to 








every credit man. 

Thus he can extend credit far more intelligently and 
quickly than can a distant manufacturer, who must rely 
solely upon cold financial ratings or else delay ship- 
ment while he conducts an expensive, long-range credit 
investigation. 

The wholesaler’s credit manager is a human individual, 


THE CREDIT MANA GER always ready to extend reasonable credit when the 


customer can prove he is a good moral risk. 
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These are the Key Men 


The salesman is a most important man 
in the electrical wholesaler’s organization. 
Both by education and experience, he has 
been trained to render a personal sales 
service. His familiarity with many lines of 
products saves valuable time for the elec- 
trical buyer, who is relieved of the neces- 
sity for interviewing large numbers of 
manufacturer's representatives. 

The typical wholesaler’s salesman is a 
high grade man. A high school graduate, 
well along in his thirties, he has behind 
him over 12 years of wholesaling experi- 
ence. He is constantly seeking to render 
service to his customers, for he knows that 
the quantity of his sales depends upon the 
quality of his service. 

He calls on his customers regularly and 
at frequent intervals, bringing information 
on prices, deliveries, buying terms, avail- 
able types and sizes, and the fundamental 
physical facts of the scores of electrical 
products handled by his house. 

He keeps his customers informed on 
new and improved products, also on new 


applications and new uses of old prod- 
ucts. He frequently carries samples for the 
personal inspection of the buyer. 

He seeks to become familiar with the 
requirements of each customer, in order 
that he may suggest specific applications 
of his products that will effect savings by 
reducing costs, eliminating hazards, or 
improving quality of products. 

He makes quickly available, upon occa- 
sion, the services of the manufacturer's 
sales representative, a specialist in his 
own field capable of solving highly tech- 
nical problems. 

His interest in each sale continues until 
the materials have been delivered and 
installed and he is assured that they are 
in every way satisfactory to the buyer. 

Furthermore, he is a good friend and 
neighbor, for he lives in his territory and 
has the same community interests as his 
customers. 

These are but some of the reasons why 
it pays to cultivate the wholesaler’s sales- 
man. 
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The customer’s service man is the team 
mate of the wholesaler’s salesman. The 
salesman is rarely at his desk, for his job 
is to contact his customers personally: Yet 
occasions frequently arise, often several 
times a day, when the customer wants in- 
formation and wants it quickly. 

The customer's man renders this service. 
He has a pair of telephones at his elbow 
and a price book and catalog file within 
arm's reach One phone is for city calls, 
the other provides immediate communica- 
tion with the warehouse, shipping room, 
accounting and credit departments. 

Formerly each service man in a typical 
wholesaling establishment performed one 
or more functions for all customers. One 
man quoted prices, another edited orders, 
a third gave information on shipments, 
while a fourth handled claims. Under this 
system the customer calling in for specific 
information often experienced difficulty in 
contacting the proper man. 

Today, it is the general practice among 
wholesalers to assign each customer to 
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| Who Serve Each Customer 


one particular service man. This man is 
the customer's single point of contact. 
Because he handles all orders and in- 
quiries for each of the accounts assigned 
to him, he quickly becomes familiar with 
the requirements of each customer. He 
automatically follows shipments on_ in- 
dividual orders and can often give infor- 
mation without taking time to look up 
records. 

His familiarity with each transaction 
permits him to quickly judge the merits of 
each complaint and to promptly effect 
a satisfactory adjustment. 

By thus assigning each customer to a 
single man, the electrical wholesaler has 
materially speeded up his service. For 
these service positions, he selects only 
high grade men, who have come up 
“through the warehouse,” and are thor- 
oughly familiar with electrical products 
and their applications. 

The constant aim of these customer's 
service men is to render service — and 
render it well. 
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A Record of Continuous Progress 
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selling principally to the capital 


goods industries 


| the recent depression the 
electrical wholesaler has shown amazing 
vitality. Mortalities have been negligible 
and have been more than offset by the 
establishment of new wholesaling con- 
cerns. In fact, the steady growth of the 
industry has continued without interruption 
even during years of general business 
decline. 

Only one other wholesaling trade, sell- 
ing principally to the capital goods indus- 
tries, now boasts a larger total volume of 
sales, according to latest reports from the 
Federal Census of Business. That is the 
wholesale machinery, equipment and in- 
dustrial supply trade. 

Thus has the electrical wholesaler 
emerged from the depression even more 
firmly entrenched as‘ the dominating fac- 
tor in the distribution of electrical supplies, 
appliances and equipment. His vitality is 
due to his proven ability to keep pace with 
developments within the electrical industry, 
as well as with improved methods of dis- 
tribution. 

The electrical whclesaler first came into 
being to meet a demand. With the advent 
of the central power station, there devel- 
oped a tremendous need for electrical 
products in order that the homes, stores, 
offices and factories of America might be 
wired for lighting and motors. During this 
period, the electrical wholesaler was an 
“electrical supply jobber", both in name 
and in fact. He maintained large ware- 
house stocks, and his salesmen traveled 


wide areas at infrequent intervals. Little 
selling effort was required, because the 
task of wiring the nation's buildings was 
proceeding under its own momentum. 

Then came the war period, from 1914 to 
1918, when the wholesaler's facilities were 
severely taxed to meet the requirements of 
our feverish industrial activity, with its at- 
tendant housing expansion. 

With the business decline of the early 
twenties the electrical wholesaler, for the 
first time, found he could no longer depend 
for his existence upon the demand for his 
goods. More manufacturers and distribu- 
tors had entered the field. Competition had 
increased, while the area economically 
served from each trading center had dimin- 
ished. It became necessary for the electri- 
cal wholesaler to intensively develop his 
local market for electrical products, to train 
his salesmen to go out and actually create 
new business. 

So, today, the word “jobber” no longer 
describes the electrical wholesaler. True, 
he still capably performs the warehousing 
function, but the most valuable services 
which he renders to the electrical buyer 
are those of a highly-trained sales organi- 
zation, composed of specialists in the sale 
and use of electrical products, an organi- 
zation that is constantly alert to new prod- 
uct developments and new market appli- 
cations. 

Thus is the modern electrical wholesaler 
keeping pace with the rapid progress of 
the electrical industry. 
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Electrical Wholesalers Save Dollars 








Their Purchasing, Warehousing 
Selling and Credit Facilities 
Effect Substantial Savings for 
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Wholesalers Save Dollars 





THEY SIMPLIFY 
HIS PURCHASING 














The wholesaler, because he handles the products of many manufac- 
turers, makes it unncessary for the electrical buyer to search out the makers 
of specific items and to interview countless manufacturers’ salesmen each 
month, By using the electrical wholesaler as his source of supply, the buyer 
need interview but one salesman. Buying from the electrical wholesaler 
saves time for the purchasing agent. 




















When he purchases from the wholesaler, the electrical buyer writes 
only one order for all his immediate requirements. The average order 
received by the electrical wholesaler calls for no less than six items, which 
are usually made by as many different manufacturers. Thus buying from 
the electrical wholesaler greatly simplifies the work of the buyer's requisi- 
tion clerk. 








It is far less costly to handle a single incoming shipment containing a 
number of separate items, than to have each item arrive as a separate ' 
shipment. Time is saved both in the physical handling of the goods and in 
the clerical work involved in the receiving and purchasing departments. 
Buying from the wholesaler reduces the number of incoming shipments. 
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For the Electrical Buyer 








The economies of purchasing from the electrical wholesaler extend 
beyond the purchasing agent, receiving and stock clerks to the buyer's 
accounting department. Because the wholesaler’s services make possible 
a material reduction in the number of purchase orders issued and in the 
number of incoming shipments received, there is a corresponding reduction 
in the number of invoices to be examined and the number of checks to 
be written. Also, because the wholesaler sends his invoices promptly he 
facilitates the taking of cash discounts. 













The electrical wholesaler maintains a complete and up-to-date file of 
manufacturers’ catalogs, price lists and discount schedules. He is able to 
give immediate and accurate information, by letter or phone, on the com- 
parative features and relative costs of competitive products. This service, 
which is avatlable without cost, is an important aid to efficient buying. 

Also, the wholesaler's own catalog provides the buyer with an authori- 
tative reference book of electrical supplies, simplifies purchasing and 
speeds up ordering in emergencies. 





Nothing is more exasperating to the electrical buyer than to have ship- 
ments of much-needed materials held up while the seller makes a credit 
investigation. Buying from the electrical wholesaler avoids such delays. 
Deserving customers, regardless of their financial rating with the commer- 
f cial credit agencies, have no difficulty in establishing satisfactory credit 
relations with the wholesaler. Because of his local contacts, he can obtain 
the necessary credit information far more quickly than can a distant 
manufacturer. 
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Wholesalers Save Dollars 











THEY REDUCE 
THE “HIDDEN COSTS 
OF STOCK CARRYING 


Stock room handling costs are continuous from the time goods are 
received until they are actually used. The logical way to reduce these 
costs to a minimum is to purchase, for immediate needs only, from a local 
distributor, thus obtaining the highest possible turnover. Obviously, the 
wholesaler can carry stocks sufficient for many customers at far less 
expense per item than when each user attempts to carry his own stocks. 








Depreciation of goods carried in stock over long periods is an impor- 
tant item of expense when the user of electrical supplies and equipment 
attempts to function as his own warehouse man. Annual depreciation 
charges, including deterioration; average five per cent of the total value 
of supply stocks maintained by industrial plants. Only by using the whole- 
saler’s local stocks, and thus securing a rapid turnover, can depreciation 
losses be held to a minimum. 





Obsolescence exacts an even higher toll on goods held in stock than 
does depreciation. Changes in the user's requirements, plus the availability 
of new and improved materials, result in an average annual write-off for 
obsolescence of 10 per cent of the cost of industrial supply stocks. This 
expense item, alone, exposes the fallacy of buying in quantities, against 
anticipated future needs, in order to secure a lower purchase price. 








It is standard accounting practice to charge six per cent interest on 
funds invested in inventories. The extent to which the buyer shifts the 
burden of stock carrying to his local wholesaler determines how much of 
his own capital must be used for this purpose 


> 
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For the Electrical Buyer 








Every square foot of floor space that is not devoted to production 
purposes results in a direct increase in ovéthead expense. Hence a fair 
rental charge for storage space occupied by supply stocks must be 
included among the “hidden costs” of stock carrying. This charge should 
include heat, light, repairs, and a share of cleaning expense. These costs, 
which usually amount to 4% of 1% of total inventory value, are also 
directly proportional to the turnover obtained on supply stocks. 


The rapidly mounting tax burden is adding materially to the cost of 
carrying stocks. An increasing number of local taxing bodies are assessing 
direct levies on all physical inventories maintained by business concerns. 
While the tax burden on inventories varies widely in different parts of the 
country, a conservative estimate places the average of such taxes at 2 of 
1% of total inventory value, to which %4 of 1% must be added to cover 
fire and sprinkler insurance. 


When a buyer is located within the limits of o metropolitan free delivery 
zone, the local wholesaler eliminates all charges for freight and cartage 
on his electrical purchases. The wholesaler buys in quantities, to take 
advantage of the lowest freight rates, and his selling prices reflect these 
economies. His own fleet of motor trucks pick up and deliver on regular 
schedules, usually both morning and afternoon, while he always stands 
ready to meet emergencies with special delivery service. 


Stocks of electrical supplies, particularly, are a constant temptation to 
the employee who may need a new outlet, switch, socket or extension 
cord in his home. The larger the stock the more difficult it becomes to 
guard against such thefts while, with a small stock, there is less temptation 
to “borrow” for home consumption. 
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Wholesalers Save Dollars 








BY AV@IDING 
EXPENSIVE DELAYS 


Modern production depends upon an uninterrupted supply of 
electrical current. A single burned-out fuse may leave an entire 
department without light, necessitating a complete suspension of 
operations. A switch failure may shut down but a single row of 
machines, yet interrupt the production schedule of an entire plant. 

Electrical wholesalers provide the best kind of insurance against 
these expensive delays, and at no cost to the user. Without the 
wholesaler’s local stocks, the manufacturers or users, or both, 
would have to go to the expense of maintaining stocks of their 
own. 

It frequently happens that machinery must be moved, or new 
machinery installed, in a minimum of time. In such cases, the 
necessary wiring and control materials are quickly available from 
a local electrical wholesaler. 

A Case Example. Because of engine failure, a suburban mill 
decided to change over immediately to electric drive. An electri- 
cal contractor, specializing in industrial work, received an order 
on a Tuesday morning to furnish and install three large motors, 
compensators, switches, conduit, cable, and minor equipment. He 
ordered this material immediately from a local wholesaler, his 
wiremen started intensive work the next morning, and the mill 
resumed production on schedule the following Monday morning. 
Without the wholesaler, the contractor could not have met this 
schedule. 
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the Electrical Buyer 





BY PROMPT 
ADJUS@MENT 


The electrical wholesaler acts as a buffer between the manufac- 
turer and the user. He will go much further to keep a customer 
satisfied than will the manufacturer. This is especially true in the 
case of returned merchandise where the factory, often times, will 
not accept the goods without imposing a severe service charge. 
Furthermore, both the wholesaler’s salesman and his service man 
are better able to judge of the fairness of a customer's complaint 
than is the manufacturer's salesman. Hence the wholesaler is in a 
better position to effect prompt and satisfactory adjustments. 





BY A DOUBLE 
GUARSNTEE 


= orders are essential to the success of the electrical whole- 
saler. He realizes he cannot expect to receive further orders from 
his customers unless the products he has sold give satisfaction in 
actual use. His reputation as a supplier of reliable materials will 
not permit him to be careless in his own buying. Therefore, he 
gives preference to standard trade-marked products whose man- 
ufacturers also have a reputation to uphold, Whenever the electri- 
cal wholesaler selects a product and offers it to his customers, 
that product carries his own stamp of approval in addition to 
whatever guarantee the manufacturer may provide. 
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Wholesalers Save Dollars 
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These 
COST STUDIES SHOW HOW 
IMPROVED TURNOVER REDUCES CARRYING COSTS 





ON 
STOCKS MAINTAINED 
BY THE USER 





70%, 
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from Actual Cost Studies Made 
50%} in Leading Industrial Plants. 
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30%, is Lowered by Improved Turnover. 
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Carrying Costs on Supply Stocks 
(Per Cent of Annual Purchases) 
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Cost of Storage Facilities 
(Per Cent of Annual Purchases) 
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Slow Moving Stocks. 
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For Industrial 


EVE 





These 


CASE EXAMPLES SHOW HOW 


WHOLESALERS’ SALESMEN 


il INVENTORY COSTS 
SLASHED 95%. 


IN 1933, the Buffalo plant of a well known industrial had, 
in its own stock room, a $12,000 inventory of electrical 
supplies. Much of this material was obsolete, because the 
plant engineer was a good fellow who bought in generous 
quantities from all comers. The cost of maintaining this 
electrical inventory was 20 per cent, or $2,400 a year (ob- 
solescence 10%, interest on investment 6%, storage, handling 
and clerical costs 4% — total, 20%). 

The year 1933 was one of retrenchment and @ new deal 
was called. Obsolete materials were worked off at every 
opportunity. In one case, 11/2” conduit was installed where 
only 34” was required, because there was an overstock 
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WHOLESALERS’ 


STOCKS 


REDUCE COSTS 


FOR INDUSTRIAL PLANTS 


of the larger size. The plant superintendent selected a 
local electrical wholesaler as his principal source of supply, 
and all purchases were restricted to immediate require- 
ments only. 

By using the wholesaler's services, this industrial has been 
able to reduce its investment in elctrical supplies from 
$12,000 in 1933 to only $500 in 1937. Carrying costs have 
dropped correspondingly from $2,400 to a meagre $100 — 
a saving of 95 per cent or $2,300 a year. This in spite of 
the fact that the electrical system and installed hp. in mo- 
tors was doubled in 1936. 


2, NEW LIGHTING 


SPEEDS PRODUCTION. 





A department of a typical chemical products plant was 
equipped with 20 200-watt direct lighting units, which pro- 
vided an average lighting intensity of only four foot candles 
on the working plane. Employees suffered from eye strain 
and production was slowed down. After an unsuccessful 
attempt to remedy the situation by frequent cleaning of 
the lighting units, the salesman of a local wholesaler was 
called in. 

He made a careful survey, recommended a modernized 
layout with re-spacing of units, and replaced the old 200- 
watt units with 20 500-watt indirect reflectors, equipped 
with silvered-bowl lamps, which increased the lighting in- 
tensity to 15 foot candles. This job of lighting moderniza- 
tion and rewiring, although it cost $20 per employee, has 
so speeded up production through the elimination of eye 
strain that it will pay for itself in less than five years. 
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Wholesalers Save Dollars 





x | POWER COSTS REDUCED $4,800. 


In Detroit a wholesaler's salesman, working with an industrial electrical 
contractor, was instrumental in selling a tool manufacturer on direct motor 
drives, which replaced group drives with their attendant belts, pulleys and 
shafting. Savings include the former expense for belting maintenance, plus 
a reduction in this manufacturer's electric power bill of $400 a month, or 
$4,800 a year. 


Ai BETTER LIGHTING — FEWER "SECONDS". 


A Carolina textile mill was persuaded by a wholesaler’s salesman to 
install several mercury-vapor lighting units on a trial basis. An order for 36 
units resulted at a cost to the mill, including installation, of $2,800. This 
investment wos returned within six months, through increased production 
and a large reduction in the number of “seconds”. The new lighting, by 
improving the efficiency of piece-work employees, enabled thém to sub- 
stantially increase their earnings, also. 





5) CAPACITORS SAVE $2,200. 


A northern textile mill, with an average load of 800 k.w. was operating at 
a power factor of only 73 per cent. Consequently it was being penalized 
by the local utility, whose power contract contains a penalty clause for 
power factors below 80 per cent, with a bonus for those above that figure. 

When this fact was discovered by a wholesaler’s salesman, he obtained 
permission to make a survey of conditions within the mill, This resulted in 
his recommending and selling 15 capacitors, totaling 345 kva, which raised 
the power factor to 93 per cent. 

These cost $3,300 to install, but the reduction in power bills from the 
eliminated penalty and added bonus was $2,200 in a single year. Through 
this saving, the mill's investment was returned in exactly 18 months. 











POWER FACTOR IMPROVED — 
ELECTRIC BILL CUT. 


A similar power-factor situation existed in a dyeing establishment. A 
wholesaler’s salesman diagnosed the conditions, and sold nine 5-kva static 
condensers which were installed at a cost of $1,142. Power factor was ; 
brought from 68 to 89 per cent, and power bills reduced from $149 to $114 
per month, liquidating the investment in condensers in about three years. 
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For Industrial Plants 





y | MODERN LIGHTING IMPROVES OUTPUT. 


Glare and shadows from drop light illumination were impairing produc- 
tion in a factory making novelty jewelry. A modern lighting installation was 
recommended and sold by a wholesaler’s salesman, consisting of 12 400- 
watt high intensity mercury vapor lamps and 125 glassteel reflectors, ranging 
from 200 to 500 watts each. Lighting intensities were stepped up to between 
40 and 45 foot candles, and the manufacturer reports conditions as “300 
per cent better”. Savings due to increased output, and particularly to a 
large reduction in rejects in the fine mesh bag department, will pay the 
$3,000 installation cost in about three years. 


FAN HEATERS SAVE $3,160. 


While calling on the plant of a large motor truck manufacturer, a whole- 
saler’s salesman noticed parts of the plant were poorly heated. A check up 
showed that radiators were not properly located. After a careful preliminary 
study, he laid out, recommended and sold an installation of 29 motor- 
driven, fan type, unit heaters which replaced 200 radiators, 25,000 feet of 
one inch pipe coil, and 500 traps and valves. The following winter consump- 
tion of fuel oil declined 40 per cent, a saving of $3,160. As the new installa- 
tion cost $6,500, the entire expense was written off in about two years. 
Furthermore, the plant is now uniformly heated throughout. 


FUEL COSTS REDUCED 35%. 


A similar situation arose in the plant of a tool manufacturer. In that case, 
the wholesaler’s salesman recommended and sold some 63 of these units. 
Again the heating of the plant was much more satisfactory and an approxi- 
mate saving of 35 per cent in operating costs resulted. 











TWENTY OUT OF EVERY 21 INDUSTRIAL 

PLANTS BUY THEIR ELECTRICAL SUP- 
PLIES FROM LOCAL WHOLESALERS 
RATHER THAN DIRECT FROM MANU- 
FACTURERS. 
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A Utility Saves Dollars 





UTILITY P. A. TELLS WHY 
HE BUYS FROM ELEC. 
TRICAL WHOLESALERS 


The utility purchasing agent inatypical Amer- | 
ican city of 400,000 states that, by buying his | 
conduit, wire, safety switches, fuses, tape, wir- | 
ing devices, pole line hardware and other items 
from local electrical wholesalers 


inset eaten coca 


HE EFFECTS THESE ECONOMIES | 


1. “There are FEWER SALESMEN to inter- — call to a wholesaler, and we have com- 
view when purchasing from the whole- plete information within two minutes. 
saler. About 30 per cent of my time is | Without the wholesaler we would prob- 
now devoted to interviewing salesmen. ably make 10 to 12 calls (manufacturers’ 
Without the wholesaler, at least 50 per men are frequently out), plus letters to 
cent would be required. those manufacturers with no local repre- 
2. “The wholesaler reduces STOCK _ sentatives. 

ROOM EXPENSES and INTEREST CHARG- 4. “IN EMERGENCIES, such as heavy 
ES. Without his local stocks we would storms and floods, the wholesaler is our 
have to handle four times as many incom- _ salvation. Whenever access to his stocks 
ing shipments and would turn our own prevents or reduces the time of shut- 
stocks only four times a year instead of | downs or outages on any part of our 
nine, as at present. On interest charges, system, he saves for us revenue for cur- 
alone, on our investment in inventories the —_ rent that would otherwise be lost. 
wholesaler saves us $5,500 annually. 5. “ADJUSTMENTS would be slow and 
3. “We get PRICE INFORMATION so _ tedious without the wholesaler. Because 
easily from the wholesaler, and do not he stands back of his guarantees at 
have to maintain a whole library of cata- once, and without quibbling, it takes less 
logs. For instance: We want prices on time and trouble to secure satisfactory 
four items needed for stock — fuses, wood adjustments when purchases are made 
pins,insulators and dead ends.One phone __ from the electrical wholesaler.” 














THE PRESENT TREND AMONG UTILITY BUYERS 
IS TOWARDS AN INCREASED USE OF 
THE WHOLESALER'S DISTRIBUTION FACILITIES 
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Wholesalers Effect Further Savings 
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They not only reduce his 
purchasing and inventory 
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Wholesalers Save 














THEY REDUCE 
ESTIMATING COSTS 


When estimating the cost of a wiring job, preparatory to submitting his 
bid, the electrical contractor must secure accurate prices on the products 
of dozens of manufacturers. 

The electrical wholesaler takes just pride in his complete and up-to-date 
collection of manufacturers’ catalogs, price lists, and discount schedules. 
He is ready and willing to supply this information promptly and without 
cost to the contractor. All he needs is a copy of the bill of materials 
required for the job. 

Without the wholesaler’s quotation service, the contractor would be 
required to maintain his own pricing department, follow the price changes 
of scores of manufacturers and keep posted on transportation costs, 
discounts and many other factors affecting the price of commodities, all 
of which would greatly increase his overhead costs. 


THEY FUNCTION 
AS PURCHASING AGENTS 


It is far easier to write a single requisition for perhaps 30 articles and 
turn it over to a local electrical wholesaler, than to write 30 separate 
orders on as many manufacturers, follow them up, check 30 or more 
separate shipments and invoices, and send separate remittances to each 
source of supply. 

This is one of the important reasons why electrical contractors buy at 
least 85 per cent of their requirements from electrical wholesalers. 

One successful contractor says, “My time is worth more to me supervis- 
ing jobs, developing new business, and following old accounts than | 
could ever save by chasing bargains.” 
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On New Construction Work 





THEY DELIVER 
ON SCHEDULE 


On the construction job, the electrical contractor must keep in step 
with the progress of the other building trades. A definite schedule must be 
laid out for the delivery of materials to the job, and this schedule must be 
rigidly followed. 

For the contractor to order direct from many manufacturers, some of 
them hundreds of miles away, and have everything arrive on time, in good 
condition and exactly as specified, would be a most difficult feat. 

As the contractor's purchasing agent, the electrical wholesaler assumes 
the responsibility of meeting this schedule. Much of the material is already 
in his stock. This he earmarks for that particular job. The balance of the 
materials he orders well in advance, follows through to see that it is 
shipped on schedule and, if it arrives too early, takes it into his own ware- 
house until it is needed on the job. 

The wholesaler knows that materials should not be delivered on the 
job too far ahead of schedule. When materials are stored on the job they 
frequently have to be moved about as construction progresses, because 
they are in the way of other trades. This calls for extra handling and adds 
to the contractor's labor costs. Also, material stored on the job is subject 
to breakage or deterioration and may have to be replaced at the 
contractor's expense. 

Also, when materials are scheduled to arrive on the job as they are 
needed, the contractor avoids piling up such a large investment that he is 
unable to take his cash discounts. When materials are delivered on sched- 
ule, the contractor usually receives payments for each portion of the work 
in time to discount his invoices and make the job carry itself. 

An Actual Example. The cost of direct buying, with delivery too far 
ahead of schedule, is illustrated by an actual occurrence on a large 
construction job. Several carloads of conduit arrived early and were 
stored on the first floor. Other trades also needed storage space, covered 
the conduit with sand, then with cinders, and the entire mass became water 
soaked. The electrical contractor had to bear the costs of digging out, 
blowing out, cleaning, re-threading, and re-handling his conduit, all of 
which could have been avoided by utilizing the services of a local 
electrical wholesaler. 
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Wholesalers Save Dollars 





THEY MEET 
EMERGENCY DEMANDS 


aS 


Emergencies arise on almost every construction job. There are last min- 
ute changes in specifications that call for additional materials, or for 
changes in switches, panelboards, conductors or other materials. The 
contractor must revise his purchase orders or place new ones — and he 
must act quickly, because he has a schedule to meet. 

If he is dealing with distant manufacturers, his problem is a serious one; 
if a local wholesaler is acting as his purchasing agent, it becomes simple. 
When it comes to emergency service, there are two reasons why the elec- 
trical wholesaler occupies a preferred position. 

Local Stocks. A large percentage of emergency orders can be filled 
immediately from the wholesaler’s local stock. From years of experience, 

_ the wholesaler has learned the probable requirements of his customers, 
and has built his stocks accordingly. His inventory is by no means limited to 
fast moving items because he knows there are some slow movers that are 
occasionally needed and that, when an order comes in for them, it is 
usually an urgent one. 

Through Prestige with Suppliers. The wholesaler maintains close 
and cordial relations with his suppliers. He is a quantity buyer and the 
manufacturer places a high value on his account. So, when the wholesaler 
receives an emergency order for an item he does not have in stock, he 
wires or phones his manufacturer, asks for special service and invariably 
gets it. The wholesaler’s business is too important to be jeopardized by 
falling down on an emergency shipment. 

Thus the wholesaler enjoys far greater prestige with the electrical manu- 
facturer than does the individual contractor. 
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THEY SAVE 
HANDLING COSTS 


The profit which the contractor is able to realize on any wiring job 
depends, to a large extent, upon how much he is able to reduce non- 
productive labor costs. When material is ordered as needed from a local 
wholesaler, the contractor is relieved of the cost of receiving material into 
his own store room, only to re-handle it later for delivery to the job. The 
wholesaler saves him both store room handling costs and delivery ex- 
penses, as well as depreciation, obsolescence and interest charges. 


THEY OFFER) 
RETURN PRIVILEGES 


When a construction job is completed, the contractor invariably finds 
himself with left-over material for which he has no immediate need. To 
return this to the manufacturer involves transportation costs, plus a high © 
service charge. If he holds this material in his own store room, pending its es 
possible use on some future job, he cannot escape the costs of obsoles- 
cence, depreciation, interest, insurance and taxes. Except in the case of 
very special items, the wholesaler, because he serves many customers, can 
take such material back into his own warehouse and resell it within a 
reasonable time. The only cost to the contractor is a moderate service 
charge to cover the wholesaler’s actual handling costs. 








THEY SUPPL 
QUALITY PRODUCTS 


Quality materials are essential to a good wiring job, and are customar- 
ily specified by architects and engineers. The electrical contractor is as- 
sured of high-grade material when he buys from a local wholesaler, for 
the wholesaler cannot afford to handle inferior products. 
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Physical Education Plant 
University of Oregon 
Eugene, Oregon 


Electrical Contractor 
NePage, McKenny & Company 
Portland, Ore., and 
Seattle, Wash. 


General Contractor 
Ross Hammond 
Portland, Ore. 


Architect 
Lawrence, Holford & Allyn 
Portland, Ore. 


Building Completed 
December, 1936 


Wholesalers Save Dollars 


AN 18% SAVING IN MATERIAL COSTS 
ON THIS $25,000 CONTRACT 


This recent construction job provides a typical example of the econ- 
omies which the wholesaler makes possible on new construction work, 
since practically all materials were purchased from electrical whole- 


salers. 


Had the electrical contractor bought direct from manufacturers, his 
bid would have been about $2,000 higher. It would have been neces- 
sary to increase his estimates for materials by the following percentages, 


because he could not 


AVOID THESE EXTRA COSTS 


1. Estimating the job, without the 
assistance of the wholesaler’s price 
cso ete wean ues kaa eee 1.0% 


2. Purchasing separately from each 
manufacturer, following through on 
shipments, receiving goods, check- 
ing and paying invoices......... 6.0% 


3. Delivering materials from freight 
GY 5 co dha op accy es tka 1.5% 


4. Delivering materials that arrived 
early to contractor’s store room, un- 
loading and reloading for delivery 
Es Bdciray epee we ee eee 1.5% 


5. Time and effort required to get 
direct from manufacturer emergen- 
cy materials demanded by unfore- 
seen contingencies or changes in 
INI «v5 5b. vices oa dveea vce 3.0% 


6. Added stock room costs due to 
storing and handling material for 
this job in contractor's own stock 
Pe” a ee ee 1.0% 


7. Cost of carrying in stock, for an 
indefinite period, or paying return 
transportation and service charges 
on any unused materials not need- 
ed in conduct of contractor’s regu- 
lar business, but which local whole- 
saler could and would take back 
into his stock for a modest service 
GE argeton Sayre eat Pere re 1.0% 
8. Cost of establishing credit rela-. 
tions with each separate manufac- 
turer whose materials were used on 
I 6 Weciy Greaeee eee 0.5% 
9. Contingency amount to cover 
possible rise in price of materials 
prior to and between time of esti- 
mating and shipment of goods. 
(The wholesaler provided price 
protection on the specific materials 


used on this particular job)....... 2.0% 
10. Contingency for any other add- 
Ns his beac cher eeead eaves 1.0% 


Total Savings in Material Costs 
Because Bought from Whole- 
salers 


182% or $2,000 
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For Electrical Contractors 





RETURNED MATERIALS SAVE 
ONE-THIRD THE PROFITS 


On a recent construction job, the contractor's actual cost was $9,400, 
including $5,950 for materials and $3,450 for labor. His profit was 2,000. 

Despite careful buying and due to changes in specifications, materi- 
als amounting to $740, bought especially for the job, were not used. 
The contractor could not use these items elsewhere, but the wholesaler 
who supplied them was able to take them back into his stock at only a 
small service charge. 

This single service, rendered by the wholesaler, saved the contractor 
one-third of his profits. 


WHOLESALER ACTS AS PURCHASING AGENT 
ON THIS HIGHLY COMPETITIVE JOB 


No class of new construction is more highly competitive than govern- 
ment jobs. Contractors, when estimating their bids, must figure closely 
and, if awarded the contract, must make every effort to hold costs to a 
minimum, Because they had learned from experience the economy, 
even on the largest jobs, of buying from the wholesaler, the Dearborn 
Electrical Construction Co. ordered their entire requirements for the 
wiring of Buffalo's new $41 million “Kenfield” Housing Project, a PWA 
job, from McCarthy Bros. & Ford, prominent Buffalo wholesaler. 

This wholesaler has assumed full responsbility for purchasing and 
delivering, as needed, the large quantities of wiring materials and 
electrical equipment required for this job, including: 


440,000 ft. No. 12 R.C. Wire 658 Load Centers 
200,000 ft. 2” Metallic Tubing 324 Junction Boxes 
50,000 ft. No. 8 R.C. Wire 310 Cable Racks Kenfield Housing Project 
23,000 2” Connectors 113 Watthour Meters Buffalo, N. Y. 
20,000 2” Couplings 32 Hotplate Units 
19,000 ft. 3/0 Stranded Cable 12 400-Amp., 5,000 volt PWA Project No. H-6703 
8,000 ft. 2” Galvanized Conduit Sectionalizing Switches Cony-aeaee 
7,000 ft. 1/0 V. C. & Lead Cable 11 75 kva. Distribution A 
7,000 ft. 3” Fibre Duct Transformers Dearborn Electrical Construction Co. 


Chicago, ill. 


Photo taken Jan. 6, 1937. 





_ THE AVERAGE ELECTRICAL CONTRAC- 
TOR BUYS 85% OF HIS TOTAL RE- 
QUIREMENTS FROM LOCAL ELECTRICAL 
WHOLESALERS 
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Direct Buying Adds to Costs 





DIRECT PURCHASES 
FROM THE MANUFACTURER 


involuc 








alse THE PLACING OF UNDUE 


EMPHASIS UPON PRICE, 
(veid these added’ costs 


TO THE DETRIMENT OF 
QUALITY AND SERVICE 
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| Electrical Wholesalers Save Dollars 








They spread the costs of distribution 
over many lines, allowing the manu- 
facturer to substantially reduce his 
operating, warehousing and selling 
expenses. Hence, they make it pos- 
sible for the electrical buyer to obtain 


ve un 
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Electrical Wholesalers Reduce 








WHOLESALERS SAVE MANUFAC- 
TURERS THE EXPENSE OF MAIN- 
TAINING WAREHOUSE STOCKS 


i. electrical manufacturer who sells direct to the 
user must, to meet competition, maintain “spot” stocks 
in principal trading centers. The entire cost of this ware- 
housing service is, of necessity, included in his selling 
price. 

On the other hand, when a manufacturer avails him- 
self of the electrical wholesaler’s ready-made distribution 
system, he passes this expense on to a warehousing 
specialist who divides his costs over the scores of prod- 
ucts which he handles. Rent, taxes, depreciation and all 
other inescapable warehousing costs are each propor- 
tionately less when distributed over many lines. 

Thus, when products are distributed through electrical 
wholesalers, warehousing costs are held to a minimum 
and purchasers are assured of quality products at rea- 
sonable prices. 









WHOLESALERS 
SAVE WAREHOUSE | 
EXPENSE 














WHOLESALERS’ MANUFACTURERS’ 
WAREHOUSE WAREHOUSE 
ALL WAREHOUSING A SINGLE LINE 
COSTS ARE SPREAD MUST BEAR ALL 
OVER MANY LINES WAREHOUSING COSTS 
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The Costs of Distribution 





expense. 


cost on each line is low. 


in the wholesaler’s selling price. 


EXPENSE 
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:« direct-selling manufacturer can afford to call fre- 
quenily on only the largest buyers. The medium-sized 
account he sees at infrequent, and often irregular, inter- 
vals while the smaller users, whose combined purchases 
reach a sizeable total, cannot be reached without undue 


The wholesaler's salesman, however, contacts every 
worthwhile buyer both regularly and frequently. He visits 
his larger accounts every few days, the average customer 
sees him each week, and even the smallest buyer is 
contacted monthly. He comes to know his customers 
intimately, to understand their problems and their require- 
ments — and, because he handles many lines, his selling 


This intensive and economical sales service is reflected 


WHOLESALERS 
SAVE SALES 





WHOLESALERS PROVIDE MORE 


INTENSIVE AND MORE 


ECONOMI- 


CAL SALES COVERAGE FOR THE 


MANUFACTURER 























THE AVERAGE 











MANUFACTURER 
WHOLESALER WHOLESALER 
| WHOLESALER WHOLESALER 
\ 
WHOLESALER 
ELECTRICAL MAINTENANCE UTILITY INDUSTRIAL 
CONTRACTORS ENGINEERS COMPANIES PLANTS 


WHOLESALER 


CONTACTS 800 CUSTOMERS 

















Electrical Wholesalers Reduce} 
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WHOLESALERS SIMPLIFY THE 
HANDLING OF ORDERS AND 
INQUIRIES FOR ELECTRICAL 
MANUFACTURERS 


It is far less costly for the manufacturer to acknowl- 
edge, ship and bill a comparatively few large orders 
from his wholesalers than to handle a host of small 
orders from hundreds of individual customers. 

Also, inquiries concerning prices, deliveries, etc., are 
usually directed to the local wholesaler who relieves the 
manufacturer of all expense for handling and follow-up. 
Any inquiries that may come direct to the manufacturer, 
when referred to the proper wholesaler, are given 
prompt attention. 

These services, which the wholesaler performs as a 
matter of course, also reduce costs for the manufacturer. 








4 


WHOLESALERS REDUCE THE MANU- 
FACTURER’S ACCOUNTING AND 
COLLECTION EXPENSE. 















When the manufacturer deals only with a limited num- 
ber of wholesalers, his accounting department has fewer 
bills and statements to send out, his credit risks are 
lessened and his collections simplified. 

The wholesaler handles the accounting work and ac- 
cepts the responsibility of collecting from hundreds of 
small accounts, many of whom have no formal credit 
ratings, thus relieving the manufacturer of this expense. 

Because he is close to his field and performs these 
functions for many manufacturers, he is able to accom- 
plish them more efficiently and with fewer credit losses. 
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of Distribution 








WHOLESALERS REDUCE THE MAN- 
UFACTURER’S PACKING AND SHIP- 
PING COSTS 


: It is more economical to assemble, pack and ship a 
; single order comprising many items than when the same 
number of items is divided among many orders. Bulk 
shipments to the wholesaler in standard quantities in- 
volve a minimum of expense for labor, packing, materials 
and transportation. 

Small shipments, which frequently include broken pack- 
age quantities, require careful packing if shipped direct 
from the factory by freight, express or parcel post. When 
delivered by truck from the wholesaler’s warehouse these 
packing costs are materially reduced. 

These economies further reduce distribution costs. 





WHOLESALERS, BY PLACING STOCK 
ORDERS AT REGULAR INTERVALS, 
SIMPLIFY THE MANUFACTURER’S 
PRODUCTION PROBLEMS 


Thousands of small orders, based on hand-to-mouth 
buying, result in a highly fluctuating demand. For the 
manufacturer to gear his production to meet these fluc- 
tuations is both difficult and costly. 

The wholesaler, however, makes it possible to plan 
production schedules with reasonable accuracy. Each 
month he places a regular stock order and, very often, 
he provides the manufacturer with estimates of his re- 
quirements for several months ahead. 

Thus, by leveling out his production, the manufacturer 
can effect substantial savings which are reflected in the 



















purchase price of his products. 
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A Beclaration 


by the National Electrical Wholesalers Association 








The Electrical Wholesaler is an integral part of the Industry because of the 
economic service which he performs for the other branches as a distributor of 


electrical supplies and merchandise. 


The Electrical Wholesaler conceives it to be his duty: 


|. To maintain and warehouse an ade- 
quate stock of standard commodities suffi- 
cient to supply his trade. 

2. To maintain a showroom to properly 
display commodities for the benefit of the 
trade. 

3. To maintain store facilities for pick-up 
service. 

4. To maintain a selling organization 
trained to promote, specify and quote on 
electrical commodities, and to properly 
handle matters of service or misunder- 


in one order at a minimum of cost and with 
greatest convenience to the Trade. 

6. To advise the Trade regarding the 
most suitable and reliable commodities to 
purchase and install. 

7. To distribute catalogs showing and 
describing the most essential items in com- 
mon use in the Industry. 

8. To extend justified credit to the buy- 
ers within his territory upon nde 
terms. 

9. To maintain a repair and replacement 











standing with customers. service to supplement the facilities of the 
5. To be prepared to furnish promptly manufacturer and the retailer in the han- 
a great variety of electrical commodities dling of defective commodities. 


Since the Wholesaler combines within 
his warehouse and his sales, service and credit organization, the functions above | 
named for a large number of manufacturers, he provides these facilities at the lowest 
possible cost consistent with service rendered, and produces a true economy in dis- 
tribution, the benefits of which accrue both to the buyer and manufacturer. 


The effective distribution of specialties and major appliances requires, in addition 
to the Wholesaler's normal sales, service and credit organization, the departmental- 
ization of sales and the use of specialists for promotional work. The wholesaler can 
produce economy in this field also, and is prepared to furnish promotional sales serv- 
ice when adequate compensation is provided. 


The Electrical Wholesaler, through the fact that he deals with all branches of the 
Industry, acknowledges as his duty and an important obligation, the aggressive parti- 
cipation in creating and maintaining local group activities of all branches of the 
Industry for the purpose of insuring a more general use of electricity, and to this 
end he offers his counsel and pledges his support to all worthy endeavors undertaken 
by central stations, contractors, retailers and manufacturers in the Electrical Industry. 








» 





This statement typifies 
the constructive work 
of electrical wholesal- | 
ers, through their na- | 
tional and local assocj- 
ations, in the interests 
of better distribution. | 
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The Wholesaler’s Salesman 


is a 


LOAD BUILDER 


Every working day, more than 5,000 sales- 
men of electrical wholesalers sell vast 
quantities of current-consuming electrical 
appliances and equipment for use on the 
lines of the nation's power companies. 
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Wholesalers’ Salesmen Add Load 


5,500 SALESMEN 
— WITHOUT COST 


Every working day, 5500 salesmen of 
electrical wholesalers make 44,000 per- 
sonal calls on dealers, contractors and 
industrial plants, selling and promoting 
the sale of current-consuming appliances 
and equipment. Each year they make 
over 13 million calls on some 300,000 
customers, constantly building load with- 
out cost to the utility. 





Last year, in the City of Cleve- 
land, 45 wholesaler salesmen, rep- 
resenting 11 local distributors, sold 
through their dealers a total of 


26,845 REFRIGERATORS 


11,760 ELECTRIC 
ROASTERS 


1,330 ELECTRIC RANGES 


According to the Electric League of Cleveland, 98 
per cent of all roasters, 95 per cent of all ranges 
and 80 per cent of all refrigerators added to the 
lines of the Cleveland Electric Illuminating Co. in 1936 
were distributed through local wholesaling channels. 

The utility's gain in annual revenue from whole- 
saler's sales of these three items alone is estimated at 


$380.450 


Galloway 













—_ The Electric Association of Philadelphia reports 

Galloway that, during the seven month period from October 1, 
1935, to March 28, 1936, 33 salesmen, representing seven local electrical 
wholesalers, sold 


4,454 KW. OF LIGHTING EQUIPMENT 


to industrial and commercial buildings in the area served by the Phila- 
delphia Electric Co. 

Of this total, 1210 kw. were sold for new installations, while 3,243 kw. 
represented the modernization of old instaHations with a substantial 
increase in connected load. 

The utility's gain in annual revenue from these sales by wholesalers’ 
salesmen of industrial and commercial lighting alone, and covering a 
seven month period only, is estimated at 









$87,600 
Last year, in the City of Mil- According to authoritative local sources, 95 per 
waukee, 38 wholesaler sales- cent of all roasters, 84 per cent of all refrig- 
men, representing 18 local distributors, sold erators, 52 per cent of all ranges, and 35 per 
through their dealers a total of cent of all water heaters added to the lines 
of the Milwaukee Railway and Light Co. in 
19,000 ELECTRIC ROASTERS 1936 were distributed through local wholesal- 
ing channels. 

8,400 REFRIGERATORS The utility's gain in annual revenue from 
1,122 ELECTRIC RANGES wholesalers’ sales of these four items alone 

is estimated at 
315 WATER HEATERS $210,000 
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Last Fall the local Electric League recorded all sales 
of lighting equipment sold for the modernization of 
store, office and factory lighting. New lighting in- 
stallations were not included. 

Over a 12-week period, 23 salesmen, representing 
five Buffalo wholesalers, reported the sales of 


1516 KW. OF LIGHTING EQUIPMENT 


on 202 separate modernization jobs only. Over two-thirds of these 
installations were unknown to the utility's lighting sales department. 

Store and office jobs accounted for 596 kw., modernization of 
industrial lighting for 920 kw. Average increase in connected load 


was 200 per cent. 


The utility's gain in annual revenue from these sales by whole- 
salers’ salesmen of modernized lighting alone, and covering a three 


month period only, is estimated at 


A $1,725,000 
CUSTOMER 


The annual electric light and 
power bill of the average elec- 
trical wholesaler is approxi- 
mately $750, while the residence 
bill of the average employee is 
close to $60. Thus the total elec- 
tric bill of the industry's 1100 
wholesalers and their 15,000 
employees amounts to $1,725,000 
annually. 
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$26,700 


There are two utility companies operat- 
ing in the City of Portland, Oregon, the 
Portland General Electric Co. and the Northwestern Electric Co. 

During 1936 a total of 5,500 electric ranges were added to 
the lines of these two companies, Of these, 4,950, or 90 per 
cent, were distributed through electrical wholesaling channels. 

The increase in annual revenue of these two utilities from 
wholesalers’ sales of electric ranges alone is estimated at 


$133,650 


THE WHOLESALER IS MORE THAN 
A CUSTOMER AND A LOAD BUILDER. 
HE IS THE UTILITY'S LOGICAL 


SOURCE OF SUPPLY FOR WIRING 
MATERIALS, SUPPLIES, AND AP- 
PLIANCES. 





itiiiiitiiiis 
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These Purchasers Tell Why 






ji; #0 EBERLY, secretary, Collier Construction Co., Cleveland 





Organizing and preparing for our numerous jobs, which in- 
clude power lines, street lighting, and heavy industrial installations, 
would involve too great an amount of detail if we bought all 
materials directly from manufacturers. The wholesaler assumes 
the responsibility of delivering the many items for a job, there- 
fore relieving us of that problem. Generally speaking, the elec- 
trical wholesaler handles a large portion of our service problems. 


MARTIN J. PETERSON, superintendent, 


Statler Hotel and Office Building, Boston 


We buy about $9,000 worth of electrical materials each year, 
and find that the local wholesalers are our best sources of supply. 
Those with whom we trade carry material approved by the 
Underwriters’ Laboratories, give us prompt service and effectively 
meet special requirements such as arise in the operation of a 
large hotel and office building. We obtain our entire require- 
ments of lamps, wire, fuses, switches, and other electrical sup- 
plies from local wholesalers as needed. 





WILLIAM H. HUNT, purchasing agent, Nicholson File Co., Providence 


We carry practically no factory stock of electrical supplies, buy- 
ing our wire, fittings, fuses, conduit, cable, etc., from local electri- 
cal wholesalers. It is a matter of only a relatively few moments 
to obtain quickly from their local stocks anything required for 
plant service. 





WILLARD V. PAPE, purchasing agent, City of Seattle 


In many ways the local electrical wholesaler is of genuine as- ji 
sistance to our municipal purchasing department. He warehouses . 
large stocks for us, gives us immediate price service, aids in 
standardization, and keeps us informed of new equipment. Be- 
cause of his service, the products of distant manufacturers are 
made quickly available. 





ROY A. PERRY, vice-president, Stearns, Perry & Smith, Boston 


We would have to carry ten times our present stock of wiring 
supplies if we bought direct from manufacturers in connection with 
our contracting business. The best manufacturers sell through 
wholesalers, and we buy only the best materials. The wholesaler 
serves us more quickly, he relieves us of burdensome detail and 
gives us value received. 
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TOMO 





from Wholesalers 





ARTHUR W. SMITH, partner, Sompson & Allen, Lynn, Mass 


Accessible stocks, maintained by the electrical wholesalers of 
Lynn and Boston, make it unnecessary for us to carry anything like 
a substantial inventory of conduit, wire, safety switches and other 





electrical construction materials. Years ago we bought in carload 
lots from manufacturing sources. Now we buy for our immediate 
contracting needs from local wholesalers. 





GEORGE ANDRAE, vice-president, 


Herman Andrae Electrical Co., Milwaukee 


Most electrical contractors have learned that it is to their own 
best interest to buy through the recognized channel of manufac- 
turer to wholesaler to contractor — a distributing method which 
has been built up and found to be best through years of 
experience. 

There are times when it may seem expedient or desirable to 





take short-cuts and buy direct, but in the long run the electrical 
contractor is best off when he has at least one strong wholesaler 
connection which he can count on for rush orders, special service, 
temporary credit accommodations, and personalized dealings. 





S. G. HEPLER, president, Arrow Electric Co., Seattle 


The qualified electrical contractor is a firm believer in the 
recognized distribution system of manufacturer to wholesaler to 
contractor to consumer. He should be very thankful that this 
policy is now being recognized as a proper one by all branches 
of the electrical industry. 





L. E. MAYER, president, White City Electric Co., Chicago 


From an economic standpoint, we believe distribution should be 
from manufacturer to wholesaler to contractor. The wholesaler re- 
lieves us of the large investment of attempting to carry large, 
abnormal stocks. It is our practice to buy from wholesalers who 
carry complete lines of quality materials, thereby eliminating the 
fear of inferior products. 





J. WALTER COLLINS, secretary-treasurer, Electrical Contractor's 


Association, Chicago; formerly purchasing agent, Hub Electric Co. 


li nA 





The wholesaler is one of the key institutions of the electrical 
industry. He greatly minimizes the contractor's costs because his 
warehouse is, in reality, the warehouse of the contractor. Good 
i wholesalers, as well as good wiremen, are essential to the suc- 
cessful operation of an electrical contracting business. 
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Manufacturers Tell Why 








RCER, vice-president, Square D Co., Detroit 


The proper sales channel for any product is bound to be the 
one that is the least expensive and of the most service to the 
majority of buyers. A great many years’ experience has proven 
that the electrical wholesaler is the one for us to use in distributing 
our safety switches, panelboards and kindred items. 


A. I. APPLETON, president, Appleton Electric Co., Chicago 


We have always marketed our products through the electrical 
wholesaler because, from actual experience, we have learned that 
he provides the best method for any good manufacturer to dis- 
tribute his merchandise. We shall continue to distribute our conduit 
fittings and other lines exclusively through the electrical whole- 
saler, as in the past. 





AVER, general sales manager, Bryant Electric Co., Bridgeport 


No less than fifty years ago our company recognized the elec- 
trical wholesaler as the keystone of an effective system of distribu- 
tion. Maintenance of this policy has resulted in a mutual relation- 
ship that fully demonstrates the electrical wholesaler to be the 
most dependable and economic medium in the distribution of our 
wiring devices to the consumer. 


O. H. JUNG, treasurer, Trico Fuse Mfg. Co., Milwaukee 


For the past 20 years we have maintained a “Thru the whole- 
saler” policy in distributing our line of fuses, protective devices 
and electrical specialties. His keen knowledge of our products, 
our service and our policy enables him to render, at all times, 
exceedingly valuable service to the ultimate user. 


B. HICKOX, vice-president, Curtis Lighting, Inc., Chicago 


The electrical wholesaler has proved to be the best medium 
for reaching a large number of widely separated customers eco- 
nomically and satisfactorily. Wholesalers are, in reality, “Sales 
and Service Institutions.” Rendering a local selling, warehousing, 
credit and delivery service, they provide adequate, prompt, effi- 
cient and nation-wide distribution. 





FRED B. ADAM, president, Frank Adam Electric Co., St. Louis 





Our company was among the first to recognize the electrical 
wholesaler as an essential part of its selling organization. He 
gives us necessary assistance in rendering the required service on 
both quotations and delivery. Also, panelboards have been so i 
standardized that, today, many orders can be immediately de- ; 
livered from wholesoler's stocks. 


arrest paper ait 
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LSON, general manager, Mathias Klein & Sons, Chicago 


For over twenty years it has been our policy to sell through the 
wholesaler. By so doing we obtain nationwide distribution from 
local stocks, with quick service to the ultimate consumer. In addi- 
tion, we secure the services of a small army of salesmen, plus 
catalog publicity. Last, but not least, we reduce credit risks to a 
minimum. 


ROBERT S. EDWARDS, president, Edwards & Co., New York City 


To parallel the service of the electrical wholesaler, the manu- 
facturer of signaling equipment would have to maintain numerous 
branch stocks, contact and carry thousands of accounts. The cost 
would far exceed the compensation the wholesaler receives. Then, 
too, wholesalers are far more valuable as allies of the manufac- 
turer than as active competitors. 


L, Ill, vice-president, Benjamin Electric Mfg. Co., Des Plaines, Ill. 


The local stocks and engineering services of the electrical 
wholesaler greatly simplify the selection and purchase of our 
lighting and signaling equipment by the industrial user. Experience 
has shown that these and other services can be rendered our 
customers by the wholesaler more economically than by any other 
method. 


. D. WEXELBERG, advertising manager, Van Cleef Bros., Chicago 


The wholesaler has proved himself indispensable in the distribu- 
tion of our line of tapes, soldering paste, etc. Of course, we make 
some enemies by rigidly adhering to our wholesaler policy, but 
any such “losses” are adequately compensated for by the loyalty 
of our distributors—something that cannot be bought at any price. 


S MURPHY, president, The Wiremold Co., Hartford 


For more than twenty years — since we started in business — 
our company has maintained an exclusively-through-wholesaler 
policy. We believe this has been an important factor in our suc- 
cess. Complete stock maintenance for quick supply and delivery 
is essential, and close cooperation with wholesalers has meant 
universal distribution for ourselves. 


F. FLEGEL, sales manager, Reliance Automatic Lighting Co., Racine 


In marketing our line of time switches through the electrical 
wholesaler, we realize that we have access to the most efficient 
distribution system possible. The ability of the wholesaler to 
contact the thousands of contractors throughout the country 
holds our selling cost to a minimum with consequent benefit to all 
concerned. 
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WHY IT PAYS 
TO BUY FROMTHE 


ELECTRICAL 
WHOLESALER 



















REASONS 








He assembles into a single ware- 
house the products of many manu- 
facturers. 


He simplifies the purchasing of elec- | 
trical supplies and equipment by in- 
dustrial plants, electrical contrac- 
tors and utilities. 


He relieves these electrical users 
of the expense of carrying exten- 
sive stocks of their own. 


He renders a prompt and efficient 
delivery service. 


He provides regular and frequent 
sales contacts. 


He extends reasonable credit ac- 
commodations. 


7 He makes prompt and satisfactory 


adjustments. 


He handles quality products and 
provides a double guarantee — his 
own and the manufacturer's, 


He effects important economies for 
electrical manufacturers, thereby 
reducing the costs of distribution. 
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Index of Business Activity 
in the 


Electrical Wholesaling Trade 
(January, 1935-100) 
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Net Sales Inventories Receivables Collections 
TERRITORIES Month of JANUARY, Compared with 

Dec., 1936\Jain.1936|Dec.,1936|Jan.,1936/Dec., 1936 Jan. 1936|Dec, 1936|Jan.,1956 

North Atlantic -~38 | +40 +31 +60 -19 +26 | +2 +53 

Midolle Western -46 | +5!l +33 | +129 | -14 | +58 | -6 +54 

Southern -27 | +61 | +12 | +58 | -9 | +22 | -5 | +85 | 

Western -44 | +14 — — — _— eae aiid 

Pacific Coast -11 +61 +10 | +61 ~6 +37 | -3 +33 

NATIONAL AVERAGE -36 | +50 +26 | +78 -14 +37 -s #55 
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Tape and wrap it 
around a pencil 
as you would on 
a wire. 


Take a knife and 
slit the tape par- 
allel with the 
pencil. 







Notice when the tape is cut through 
that it has formed one solid piece of 
rubber without heat, because it is 
self-fusing. It replaces completely 
the rubber insulation removed from 
the wire for splicing. 

















@ Perfect fusing is one of the factors that 
make for unusual excellence in DUTCH 
BRAND Rubber Tape. This feature is 
enthusiastically received by wiremen. It 
means permanent, safe insulation ... no 


danger of coming off. : 


A sample of this unusual Rubber Tape is 
yours for the asking. Write for it. 


If you will try this test yourself you will 
understand why your customers will go 
for DUTCH BRAND in a big way. This 
Rubber Tape is just as different from the 
garden variety as a 1914 car is from 
present day streamliners. 


VANCLEEF BROS. 


Manufacturers 
Woodlawn Ave., 77th to 78th Sts., Chicago, U.S.A. 


Est. 
1910 





The Jumbo Package 
Contains 10 standard No. 8 rolls, the 
economical way for repairmen, elec- 
trical contractors and industrial users 
oo Friction tape where indi- 
vidually cartoned tape is not required. 


DUTCH BRAND 
Friction Tape 
The Nos. 8, 4, 2 and 1 
sizes are all available 
in the well known 
orange and blue individual and dis- 
play cartons and metal counter 

dispensers for retail sale. 


DUTCH BRAND 
Fructton Vane. 


ICATIONS OF THE A. ST. m./ 








S THE QUALITY SPEC 
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More Manufacturers Tell Why 
They Sell Through Wholesalers 


(Continued from page 63) 


A. E. Tregenza, vice-president, 
Jefferson Electric Co., Bellwood, 
Ill. 


“For over thirty 
years the fuses, 
transformers and 


other products of this 
company have been 
sold through the elec- 
trical wholesaler. Be- 
cause of his facilities 
the manufacturer is 
enabled to get his products to the ulti- 
mate consumer at the lowest cost; thus 
the consumer benefits by these savings. 
In addition, the user has readily avail- 
able, and convenient for his needs, 
thousands of items. 

“Tt is our opinion that the wholesaler 
definitely performs a function which 
makes him a necessary channel for the 
economical distribution of electrical 
materials.” 





A. E. Tregensa 


G. C. Barry, vice-president, Ar- 
row-Hart & Hegeman Electric 
Co., Hartford, Conn. 


“Our company sells through the elec- 
trical wholesaler because of the service 
which the wholesaler is able to render 
the manufacturer in the distribution of 
electrical material. 

“The wholesaler with comprehensive 
stocks is able to serve the electrical 
contractor, builder, public utility, and 
plant maintenance engineer more ex- 
peditiously, more cheaply and more ef- 
fectively than the manufacturer could 
possibly do. 

“As wiring device manufacturers of 
some 3,000 items distributed through 
the electrical wholesaler, we obtain a 
national distribution which it would be 
otherwise impossible to secure.” 


W. H. Bieringer, vice-president, 
Plymouth Rubber Co., Canton, 
Mass. 


“We sell through 
eluctrical wholesalers 
rather than direct to 
the wholesaler’s cus- 
tomers, because we 
feel that the whole- 
saler renders us, as a 
manufacturer, a gen- 
uine service. W. H. Bieringer 

“We do not speak altruistically, as 
do some manufacturers, to the effect 
that we sell through wholesalers fer 
the wholesaler’s sake alone. We do 
it because it would cost us ten times 





as much to deal direct. It would mean 
lower profits for the manufacturer, and 
higher costs for the wholesaler’s cus- 
tomers. 

“We have sold our tapes and splic- 
ing compounds through the wholesaler 
ever since we have been in business 
and, therefore, are well fortified with 
statistics to prove that the manufac- 
turer who sells direct has a much 
higher selling cost than the manufac- 
turer who does not. Furthermore, the 
wholesaler is in a better position to 
check credits in his locality and his 
salesmen can get closer to the small 
dealer or contractor than can a man- 
ufacturer located many miles away.” 


D. W. Droll, manager conduit 
sales, Clayton-Mark & Co., Chi- 
cago, IIl. 


“Service is a_ big 
word and we are in- 
debted to the whole- 
saler today for the 
complete service he 
renders in servicing 
our line of enameled 
and galvanized con- 
duit to the electrical 
contractor, industrial 
sumer. This service 
to us.” 





D. W. Droll 


and utility con- 
is indispensable 


F. U. Webster, manager of mer- 
chandising sales, Cutler-Hammer, 
Inc., Milwaukee, Wis. 


“Electrical wholesalers are a very 
important selling and _ distributing 
channel for the electrical manufacturer 
whose products are used throughout 
every branch of the industry. 

“In addition, carrying in their stocks 
as they do, wide assortments of our 
motor controls and safety switches, 
they provide a very definite and help- 
ful service to the vast electrical pur- 
chasing markets in this country. 

“The electrical wholesaler, in our 
estimation, is a very important key 
factor in the sale of our products.” 


M.P. Thiel, McGill Mfg. Co., 
Valparaiso, Ind. 


“The electrical wholesaler has served 
tis well and we as manufacturers have 
given them our wholehearted support 
so that a situation exists which is ideal 
in distribution of our products, includ- 
ing lamp guards and Levolier switches, 
resulting in economy of operation and 
attainment of that goal to serve in- 
dustry best.” 
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WHAT’S NEW 


A Section Devoted to Manu- 
facturers’ Descriptions of 
Their New Products 





Portable Drill 


Designed to meet requirements of con- 
tractors, automotive mechanics, plumbers, 
etc., for wood and metal drilling, this 





new portable electric drill has 4 in. ca- 
pacity. Gears are heat-treated nickel 
steel. Universal motor is mounted on 
seal type ball bearings. Strong aluminum 
alloy housing and three-jaw_ chuck. 
Built-in pocket on housing holds chuck 
key. Combination spade and breast plate 
handle and a pipe handle that may be 
detached for working in close quarters. 
Measures 154 in. Weight 124 pounds. 
Stanley Electric Tool Div., The Stanley 
Works, New Britain, Conn.—Electrical 
Wholesaling, March, 1937. 


Machine Lamp 


For attachment where space is limited, 
this machine lamp assembly provides 
localized lighting. Reflector is joined 





permanently to socket holder. Equipped 
with shade assembly which accommodates 
up to a 60-watt bulb. Stamped base has 
two holes for mounting. Complete with 
key socket, 4 ft. rubber cord and attach- 
ment plug. Finished in dark green or 
machine gray. Fostoria Pressed Steel 
Corp., Fostoria, Ohio.—Electrical Whole- 
saling, March, 1937. 


Stack Reflector 


Providing uniform illumination from 





top to bottom of tiers of stacks, bins and 
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SHUR-LAG 


PERFORMANCE RENEWABLE FUSES 


Experience that 
comes through 44 
years of "knowing 
how" is behind every 
Shawmut Shur - Lag 
Renewable Fuse. Construction is simple 
and sturdy—operation is unfailing. Shur- 
Lag gives greater time lag under unusual 
overloads, which means savings in time 
and money. 


Write for Shur-Lag literature with 
illustrations and prices. 
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GET OUT IN FRONT 






WITH THESE 


PILOT LIGHTS 





GLOW 
LAW'S 


Every factory or industrial plant, every com- 
mercial establishment, and every building of any 
size, is a prospect for Neon Glow Lamps. These 
long-lived indicators find extensive use as exit 
lights in office buildings, hotels, and theaters... 
they make excellent pilot lights . . . or they are 
ideal as night lights for the home. 

Neon Glow Lamps operate at standard volt- 
ages on both A.C. and D.C.; they are provided 
with bases to fit standard receptacles. Their 
dependability is earning for them a constantly- 
expanding market. Wholesalers everywhere 
are finding that Neon Glow Lamps are pointing 
the way to greater profits. 

For full information on this line address the 
General Electric Vapor Lamp Company, 891 
Adams Street, Hoboken, New Jersey. 


2 Watt, 115 Volts—S14 Bulb 
Finish —Clear, Sprayed Red or 
Yellow 





1 Watt, 115 Volts—G10 Bulb 





14 Watt, 115 Volts--G10 Bulb 
Supplied in 1.0 Wett for 220 
Volts 





{4 Watt, 115 Volts—T4% Bulb 
Supplied withCandelabraScrew 
Base Only 


GENERAL @ ELECTRIC 
VAPOR LAMP COMPANY 
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shelves, this reflector is intended for 
stock rooms and libraries. Trough-shaped 
reflector directs maximum light down- 
ward to bins near floor, while V-shaped 
deflector bar directs light upward above 
cutoff to light top bins. Apertures in 
ends of reflector allow light to pass to 
build up illumination at points between 
units. Lamp filament shielded from view 
when looking down aisle. Reflectors 
should be located along center of aisle, 
spaced no more than 8 feet apart. Hoods, 
of porcelain enameled steel, white inside 











and out, are available in pendant, angle, 
feed-through and outlet box types. Three 
sizes will accommodate 60, 75 to 100, 
and 150 watt lamps. Benjamin Elec. 
Mfg. Co., Des Plaines, I[l.—Electrical 
Wholesaling, March, 1937. 


Entrance Switches 


Made with accessible load side fuses, 
these switches are recommended for 





apartment house installations. In two or 
three pole types, with 30 ampere rating. 
Switching action obtained by opening and 
closing cover, inside which switch blades 
are mounted. Main cover acts as “dead 
front” plate for protection against con- 
tact with live parts. Designed to facili- 
tate close banking, the endwalls are re- 
movable. With special coupling straps, 
two or more switches can be connected 
to form continuous trough. Fuse re- 
ceptacles and connections mounted on 
unit block supported by metal straps 
attached to back wall of cabinet. Colt- 
Noark Div., Colt’s Patent Fire Arms 
Mfg. Co., Hartford, Conn.—Electrical 
Wholesaling, March, 1937. 


Explosion-Proof Breaker 


Equipment and circuit protection in 
hazardous locations is provided by a spe- 
cial housing developed for this line of 
“Re-Cirk-It” breakers. Two-part metal 
casting houses breaker, replacing usual 
pressed steel cabinet. Circuit breaker is 
mounted on upper section and actuated 
by approved bushed handle. Handle 
closes and opens circuit independently 
of tripping action of enclosed breaker. 
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Tapped hubs for one inch threaded con- 
duit provided at top of casing. Bottom 
section slips around breaker and screws 
into upper casting, sealing the mechanism. 
“Re-Cirk-It” breakers for mounting in 
this special casing for use where inflam- 
mable gas and dusts prevail are available 
in any capacity from 50 milliamperes to 
35 amperes, and 1, 2 and 3 poles. Choice 
of instantaneous or time-delay action. 





Hfeinemann Electric Co., Trenton, N. J. 


—Electrical Wholesaling, March, 1937. | 


Compact Switch 


Recommended for home _ installations, 
these switches are obtainable in both 
S. P. and 3 point types, rated at 10 
amperes, 125 volts; 5 amperes, 250 volts. 
Mechanism completely enclosed in molded 
brown. bakelite casings. Yoke entirely 
insulated from mechanism. Handle is of 
either brown or ivory bakelite, with indi- 





cations on single pole type filled with 
lacquer of contrasting color. Terminals 
located at side of switch. Mechanism has 
self-aligning contacts. Bryant Electric Co., 
Bridgeport, Conn.—Electrical Wholesal- 
ing, March, 1937, 





Wiring Strip 


This new type of wiring strip features 
standard sockets, each mounted in steel 





plate, locked to strip channel by two 
screws. Locking screws give vibration- 
proof assembly. Sockets may be removed 
at any time by loosening the screws, 
without disturbing other sockets on the 
raceway. Adjustable joint gives adjust- 
ment range from parallel to straight. 
Complete accessories, including mounting 
for lumiline lamps, are available. Elli- 
cott Mfg. Co., 413 So. Clinton St., Chi- 
cago, Ill.—Electrical Wholesaling, March, 
937. 
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(Listed by Underwriters’ Laboratories) 


To Serve 
You Best 


Every McGILL Wire Lamp 

Guard has 10 wires of No 10 

Gauge, electricaily welded 
together. 


Every Levolier Switch is care- 
fully assembled by hand and 
individually tested. 


McGILL Levolier Switches 
comprise a complete range 
from 3 to 10 amp. Exception- 
ally sturdy, simple, inexpen- 
sive to install and to operate. 
Millions are in use the world 
over. Also designed for special 
applications. A few of the 
standard models include: 


No. 41—Smallest 6 amp. switch made 
for conduit boxes, canopies, fix- 
tures, etc. 

No. 39—Same as No. 41 but equipped 
with link for substituting for 
any link desired removed from 
original fixtures. Saves rewiring. 

No. 1010—(Ilustrated at right). Only 
10 amp. switch made for con- 
trolling 1000-watt high inten- 
sity lamps. 


No. 7000 

Portable 

Lamp Guard 

with Rubber Handle 


Whatever the requirements for 
a lamp guard, there is a 
McGILL made to meet them — 
stocked by leading wholesalers 
from coast to coast: Portable. 
Stationary. Wall type. Gripon. 
Loxon. With wood, rubber, 
straight or hook handles. 
Vapor-proof. Short-proof. All 
ruggedly built, good looking, 
reasonably priced, and guaran- 
teed by McGILL—world’s larg- 
est manufacturers of lamp 
guards. Listed as standard by 
Underwriters’ Laboratories. 


Switches 


e 


‘o. 1039—Same as No. 1010 except 
equipped with link, as with No. 
39. 

No. 1020—10 amp., 2-circuit canopy 
switch, for controlling double- 
filament, 3-light lamps. 

No. 1029—Same as No. 1020 except 
equipped with link, as with Ne. 
39 and No. 1039. 


No. 1010 
10 Amp.—T—125 Volts 
5 Amp., 250 Volts 


SOLD ONLY THROUGH WHOLESALERS 
MCGILL MANUFACTURING CO. 
VALPARAISO, INDIANA 
Box No. 636 
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TRADE PAINE MARK 

















. 
ZA 


CAAA 


OUTLET BOX AND 
FIXTURE HANGER 


Simple—fast—strong—rugged. 


work. Great labor saver. App. 


Underwriters Lab 





LEAD ANCHOR 


Designed to save 
time and labor 
in attaching any 
object to hard 
material such as 
concrete, _ brick, 
tile, slate, mar- 
ble, etc., where 
shallow holes are 
desirable and 
where work must 
be disassembled 
often. Uncondi- 
tionally guaran- 
teed. 





Catalog No. 300 


VVVVVUNN NA 


Fig. 123 


SPRING WING TOGGLE 


Works instantly in “7 
tion in hollow material. 
insert — no ges — spring 
does it all. nly toggle that 
works in Gypsum and Macha- 
lite. Quick, permanent, satis- 
factory work assured. Made 
of steel) completely cadmium 
plated. 





SEND FOR 
CATALOG ON 
COMPLETE LINE 












This 
hanger can be attached to outlet box 
or fixture before attaching to wall 
or ceiling. Eliminates much overhead 


by 


Galvanized 









STEEL ANCHOR 


steel — 


strong—immune_ to 


rust and corrosion 
—high melting point. 
Requires no setting 
tool. Three simple 
steps to make a 
lasting extra solid 













anchorage. 


Fig. 485 


THE 


Electrical Wholesaler 
iS THE PLACE TO BUY 
Quality Products 


WE KNOW! 
BECAUSE THE PAINE CO. 
SELLS THEM QUALITY 


Electrical Specialties 









Wh! 
ak 












CABLE AND CONDUIT CLAMP 


Strong 
arms, poles, ete. 


sturdy— ideal 
Embod 


for 


saving features—just slip 
attached into slot and tighten. 





SECTIONAL 
SWITCH BOX 


Economical because 
of correct design. 
Rigid conduit, Arm- 
ored cable, and 
Sheathed cable 
switch Boxes square 
cornered. Loom 
Switch Boxes bevel 
cornered. All types 


sectional and gang- 
able. Approv by 
Underwriters’ Lab- 
oratories. 


use on cross- 
many new time- 
bolt with nut 





Fig. SC-200 


THE PAINE CO. 


2951 CARROLL AVE. 


CHICAGO, ILL. 
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Standardized Troughs 


Uniform design and dimensional ac- 
curacy of these standardized troughs 
make them completely interchangeable. 
Horizontal and vertical units are avail- 








able for outdoor metering, and horizontal 
setups for indoor service. For use with 
type “S” instruments, they are provided 
with die cast instrument socket rings 
and porcelain terminal blocks. Connec- 
tions to the service bus and load taps 
are readily accessible for inspection. Class 
of service on live bus may be changed 
without interfering with other instru- 
ments on the same block. Back and side 
knockouts are provided. Palmer Electric 
& Mfg. Co., Waltham, Mass.—Electrical 
Wholesaling, March, 1937. 


Automatic Roaster 


Featuring a fast heat-conducting alumi- 
num heater plate as the inner bottom. 
this “Zephyr” roaster preheats in from 





five to seven minutes. Temperature range 
is 150 degrees to 550. Standard equip- 
ment includes large insert, 17 quart ca- 
pacity and two end inserts of 3 quart ca- 
pacity, with covers; one quart rec- 
tangular insert, baking rack, lifting rack, 
and 7 ft. cord set. Finished in ivory or 
green enamel; natural, black, red or 
green in anodized finish; all-chromium, 
or monel metal. Brannon, Inc., 14307 
Third Ave. Detroit, Mich.—Electrical 
Wholesaling, March, 1937. 


Overload Switch 


Arranged for convenient mounting on 
conduit or terminal box, this new thermal 
overload switch for fractional hp. motors 
operates on line current. Completely self- 
contained. No links or plugs to be re- 
placed. Device automatically disconnects 
motor from the line when an overload oc- 
curs. When motor has cooled, it is auto- 
matically reconnected. Where this auto- 
matic-reset feature is not required, switch 
can be used to disconnect motor, which 
must then be reset normally. Elements 
of switch consist of thermostatic bimetallic 
helix, heater helix, flat steel spring, and 
contact arm. Bimetallic helix is fixed at 
one end. Opposite end carries slotted 
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arm which rotates about support of 
spring. Thermotector is available in rat- 
ings for a.c. fractional hp. motors having 








rated full-load currents from 1.3 to 10.4 
amperes. General Electric Co., Schenec- 
tady, N. Y.—Electrical 
March, 1937. 


Heater Switch 


Modern in design, these a.c. “Silver 
Break” heater switches are available in 
wide range of colors, to match finish on 





ranges and heaters. For 4 and 8 posi- 
tions, 2 and 3 wire balanced load, 3 heat, 
D.P. or S.P. series parallel, and other 
connections. Fully enclosed in choice of 
porcelain or bakelite. Single hole fitting 
or yoke mounting optional. Arrow-Hart 
& Hegeman Electric Co., 103 Hawthorne 
St., Hartford. Conn.—Electrical Whole- 
saling, March, 1937. 


Silvered-Lamp Diffuser 


For use with the silver-bowl type lamp, 
this diffusing reflector has a luminous 
top. Reflector has deep overhanging skirt 
which shields lamp above silver bowl, 
preventing filament glare. Opal glass sec- 
tion in neck of reflector permits 5 per 
cent of light output to reach ceiling, 
relieving contrasts. Finished in porcelain 
enamel steel, white inside and out. Meas- 
ure: 20 in. in diameter. Available in two 
sizes for use with 200-watt and 300- to 
500-watt lamps, diffuser can be supplied 





with “Turnlox” construction or “Socket- 
Reflector” construction. Benjamin Elec. 
Mfg. Co., Des Plaines, I11.—Electrical 
Wholesaling, March, 1937. 


Wholesaling, 














#4 PRODUCTS ARE 
NECESSITIES 


—for maintenance and control of Electrical Machinery. 


—for electrical wiring work. 


Over 20,000 active customers, over 15,000 inquiries a year are proof: 
first, that Ideal products make money and save money for their Users; 
second, that Ideal not only sells good products but stands behind them 
in a way which inspires supreme confidence. 











Ideal Wire Connectors 
—Simply strip the wires 
and screw the connector 
onto them. No solder 
tape, torch or open 
flame hazard; yet 
stronger mechanically 
better electrically. Mil 
lions in use. Fully ap 
proved. Listed by Un 
derwriters’ Laboratories 


@e0 
» Pe. ielatet PETS 


Ideal Super-Power Cleaners—BLOW, SUC. 
TION and SPRAY! For ridding electrical! 


or other machinery of dirt, dust and other 
accumulations. 


Thread-on or 
Solder Lugs — 
High quality. 
Accurately made. 


Commutator and 
Motor Mainte- 
nance Equipmen: 
— Commutator 
and Slip Ring 
Resurfacers 
Commutater Grinders, Mica Under 
cutters, etc. 





New Catalog Ready—Containing 64 pages 
packed full of valuable information on 
electrical problems and their solution. 


Ask your Jobber or write us for further 
information regarding the products listed 
above—and the service and satisfaction 
which go along with them. 


NEW/ 


a k 





Thermo-Grip Pliers—For 


soldering. Hold work 
while heating it from 
both sides. 
NEW! 
Ideal Electric 
Marker — Electric 
marking hammer 


that engraves writ- 
ing, lettering or 
figures on metals, 
glass, composition 
etc. 





Fish Tape Reel 
and PULLER — 
Holds tape se- 
curely, but even 
important 
gives firm, non 
slipping grip for 
heavy pulling. 


more 


Ideal Fuse Clip 
Clamps — New, 
stronger design, 
compresses fuso 
clips together 
with more power- 
ful grip. SAVE 
ON FUSE EX- 
PENSE. 





IDEAL COMMUTATOR DRESSER CO. 


1047 PARK AVENUE 


SYCAMORE, ILLINOIS 
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THE WHOLESALER BUILDS 
HIS BUSINESS ON QUALITY 


































WURDACK 
PANELBOARDS 


® A complete line of Dead 
Front Lighting Panelboards, 
constructed of standardized 
sections of moulded Bakelite. 
All switches and fuse recep- 
tacles are readily removable 
from front of panel. All Cabi- 
nets made of Code Gauge 
Galvanized Steel. Fronts of 
full finished cold rolled steel, 
rust-proofed with black lac- 
quered finish. 


WURDACK quality 


is your answer to 
satisfaction and 
profits. 


@ A complete line of panelboards, circuit breaker panels, 
distribution panelboards, and remote control stage switch- 
boards all designed to most effectively meet today's 
requirements. Outstanding features such as: design sim- 
plicity and ruggedness of construction make this line a 
most dependable one. The materials used throughout 
insure durability. This line is widely used and performance 
results make each selection of Wurdack equipment a 
wise one. 


WM. WURDACK ELECTRIC MFG. CO. 


4444 CLAYTON AVE. ST. LOUIS, MO. 








SALES OFFICES IN PRINCIPAL CITIES 
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Lantern Bracket 


Of a modernistic lantern design, this 
bracket is intended for outdoor use. 
Lantern is hexagonal in shape, with back- 
plate for easy mounting. No strap re- 





quired as fixture hooks up to wall. Fin- 
ished in cast iron, bronze or aluminum. 
Measures 7 in. by 17 in. The Herwig 
Co., 1753 N. Sedgwick St., Chicago, I1!. 
—Electrical Wholesaling, March, 1937. 


Utility Nipple 


Nipples with offsets, for connec.ing 
switches to cabinets or wireways where 
opposing knockouts do not line up. Made 
in 4 in. to 2 in. conduit sizes. All sizes 
measure 18 in. between knockout shoul- 
ders and provide approximately j in. off- 





set. B. Hartman, 168 Sunset St., Long 
Beach, Cal.—Electrical Wholesaling, 
March, 1937. 


Yoke-Mounted Breaker 
To meet the demand for a simple aux- 


iliary circuit breaker for standard mount- 
ing, this new “yoke-mounted” breaker 





can be mounted in standard metal wall 
boxes as well as special metal cabinets 
for surface mounting. Available in fixed- 
capacity type, made in ten differently 
rated sizes, and the _ interchangeable 
heater element type, for which there are 
20 heater elements with different ratings. 
Maximum voltage rating of 250 volts, 
ac. or d.c., and maximum h.p. rating, 
of one. Approved by Underwriters’ 
Laboratories. Colt’s Patent Fire Arms 
Mfg. Co., Hartford, Conn.—Electrical 
Wholesaling, March, 1937. 


























Motor Control 


A new line of standardized parts for 
obtaining remote mechanical control of 
variable speed has been developed for 
use with the U. S. “Varidrive” motor. 
Bearing supports, shafting, sprockets and 
chains have been standardized to obtain 
variation of speed on the driven motor. 
Speed control is positive. No slippage ir 





control mechanism. U. S. Electrical Mo- 
tors. Inc., Los Angeles, Cal.—Electrical 
Wholesaling, March, 1937. 


Duplex Reflector 


This dome reflector illuminates upper 
walls and ceiling with diffused light and 
delivers direct light downward. Louvers 





in metal walls of reflector divert sufficient 
light upward to relieve shadow contrasts. 
Made in standard 4 in. socket type, with 
heavy threaded hoods. Also available in 
# in. size. Finished in white porcelain 
enamel. Furnished with medium pull 
socket and 6 ft. cord at slight extra cost; 
also in outlet box type with no added 
cost. Quadrangle Mfg. Co., 32 S. Peoria 
St., Chicago, Ill.—Electrical Wholesaling, 
March, 1937. 


Soft Rubber Plug 


Styled in the modern streamline man- 
ner, this new plug is made of soft rubber 
and is unbreakable. Molds in production 
now include sizes for lamps. radios and 
similar appliances. Available in an assort- 
ment of standard colors. Design will be 
produced later in all popular sizes. Bel- 
den Mfg. Co., 4689 W. Van Buren St., 





Ill.—Electrical 
March, 1937. 


Chicago, Wholesaling, 
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No. 640-S-5 


No. MB-60 








with 






against falling 


Economical in 


Eighteen years of creative 
designing and manufacturing 
craftsmanship is back of the 
Moe-Bridges line. Today's fix- 
tures represent, in every detail, 
this long, sound experience and 
the ability to be modern. A 
proven sales policy assures price 
protection. All Moe-Bridges .fix- 
tures have been approved by 
Underwriters’ Laboratories. Moe- 
Bridges cover the residential 
and commercial lighting field. 
Use Moe-Bridges catalogs for 
laying out complete installations. 


MOE - BRIDGES 


NORTH 


SOUTH 
KAS T 
WEST 








Here is the up and going fixture 
line for the up and at ‘em con- 


tractors. 


Nationwide consumer 


acceptance for Moe-Bridges fixtures 
has put the name across in a big 
way and has made the quality 
known far and wide. The pathway 
to greater sales and installations is 
wide open. Now step out with this 
new line to make a better profit 
situation for yourself. You are per- 
fectly equipped both for residential 
and commercial sales. 


"MB-Safety” Holder 
fixtures. Of the 
screwless type — 


they operate on the 
gravity system and 
are positive proof 


of 


glassware. Easy to 
remove and clean. 
cost 
and attractive in appearance. 










FOR COMMERCIAL INSTALLATIONS USE 


M -B Safety Holders 


(Patented) 














Have met with ready 
acceptance by architects everywhere for school and 
public buildings. 





o> 
MOE-BRIDGES 
CORPORATION 


220 N. BROADWAY 
MILWAUKEE, WIS. 
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Here is the FASTEST-CUTTING 
CONCRETE DRILL you ever saw! 


KWI-KUT is an improved type of Concrete Drill 
so constructed that it cuts around the circumfer- 
ence of the hole—expels chips automatically — 
cannot wedge or bind — and consequently is about 
50% faster than the ordinary drill. 

KWI-KUT needs less rotating than other drills, 
is made of fine tool steel accurately tempered, and 
because of its special shape is easier to sharpen. 
Any good mechanic can save the price of a drill in 
two hours work, or less. Write for complete story. 


HK UT 


CONCRETE DRILLS 


Patent Applied For 


KRAEUTER & CO. 


(Pronounced KROY-TER) 
NEWARK, N. J. 


Manufacturers of Highest Quality Pliers 
and Tools Since 1860 
“Ask Any Mechanic”’ 


1 





















FREE COUNTER 
DISPLAY 


We supply free with 
No. 340 assortment 
the attractive 3-color 

= Display card shown 
KWI-KUT BREAKS OUT above. 12” x 15” with 
CENTER PORTION. double easel. 29 
DOES NOT WEDGE. “rills. Price $16.88. 


HERWIG 


MANUFACTURERS OF 


OUTDOOR 
LIGHTING FIXTURES 


FOR THIRTY YEARS 


KWI-KUT CUTS ON 
CIRCUMFERENCE ONLY. 
DRILLS ROUND HOLE. 





A FIXTURE FOR EVERY 
OUTDOOR PURPOSE 





CAST IRON, BRONZE 
and ALUMINUM 





SEND 
FOR 
OUR 

NEW 

CATALOG 
No. 40 








THE HERWIG COMPANY 


1751 Sedqwick St. 
Ne. Chicago, Ill. 9 





U.S. A. 
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Mercury-Vapor Diffuser 


Designed to properly distribute light 
from 250-watt high intensity mercury 











wai’ 


lamps where mounting height is under 18 
ft., this glassteel diffuser is recommended 
for machine shops, pattern shops, print- 
ing plants and similar applications. Con- 
sists of white porcelain enameled reflector 
which directs light downward, and dif- 
fusing glass globe. Reflector has six 
openings at top, permitting’ some light 
to reach ceiling. Diffusing globe con- 
ceals light source, minimizing glare. Re- 
flector is drawn from 22 gage iron 
sheet. Globe is of single layer homogene- 
ous glass, with copper globe-protecting 
ring. Various types of hoods are avail- 
able. Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Pa.—Electrical Whole- 
saling, March, 1937. 


Light Duty Drill 


Designed for intermittent service, this 
new light-duty 2-in. portable drill has 


L > 
x. 





an air-cooled handle. Trigger type switch 
in handle with lock for continuous oper- 
ation. Powered by motor for d.c. or a.c. 
110-120 volts, 25 to 60 cycles. Equipped 
with 8 ft. heavy-duty rubber-covered 
cord, with rubber cord protector and 
rubber plug. Housing of aluminum alloy; 
bronze bearings, wool packed, with thrust 
ball bearing on spindle shaft. Gears are 
special alloy heat treated. Brushes acces- 
sible from outside. Measures 12 in. long. 
Weight 7 lbs. Signal Electric Mfg. Co., 
Menominee, Mich.—Electrical Wholesal- 
ing, March, 1937. 


Luminous Letter Blocks 


Individual metal box units with lumi- 
nous letters spell out name or product of 
any advertiser. Front frame of unit holds 
single letter, which is available in several 
colors. Each box is complete one-letter 
sign, capable of turning bulb on and off 
at any speed and in any sequence in re- 
lation to other boxes. First box con- 
nects with attachment cord to electric 
outlet. Sequence and timing of following 
boxes regulated by adjustment knob in 
each box. Last box has master - unit, 
which extinguishes all letters, permitting 
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cycle to start all over again. Units may 
be arranged in straight line group, 
stacked horizontally or vertically, sus- 
pended, or placed in separate groupings. 








Heinemann Elec. Co., Trenton, N. J.— 
Electrical Wholesaling, March, 1937. 


Air Circulators 


Available in four models, each in two 
sizes, these “Propellair” fans run quietly 
at high speeds. Motor has bronze bear- 
ings, wool yarn packed with large oil 
reservoirs. Quick starting speed. Switch 
has “off” position between each speed. 
Special mounting feature permits tipping 
of fan to desired angle and locking it. 
Self-locking feature on floor model per- 
mits adjustment to any height. The 22 
in. fan takes 105 watts at high speed, 
75 watts at low speed; 28 in. fan takes 
230 watts at high speed, 130 watts at low 
speed. Guards, bases and motors fin- 
ished in dark green morroco enamel with 
bright chrome plating on inner stem of 








floor model and small parts of other 
types. List prices range from $57.50 to 
$78.00. Propellair. Inc., Springfield, 
cata Wholesaling, March, 


Matched Appliances 


Known as the “Walnut Hill” pattern, 
this new line of appliances is finished in 
chromium, with solid walnut handles. 
Line includes percolator, toaster, waffle 
maker, sandwich toaster, and coffee urn 
set complete with tray, sugar bowl, and 
creamer. Percolator is of drip type, with 
special pump and spreader plate, and is 
protected by patented safety fuse plug. 
Toaster is non-automatic, equipped with 
six-foot cord. Waffle maker has expan- 
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90 AMPERE 


SYNCHRONOUS 


TIME SWITCH 


Not only do we claim to build our products to 
highest quality standards, but thousands of 
installations under all conditions conclusively 
prove that these Badger time switches are 
DEPENDABLE IN OPERATION. They have what 
it takes to build repeat business. 


If you do not have complete literature and 
prices on file write for full information. 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1941 MEAD STREET. RACINE, WIS. 
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NEWELL-STRIP 


WIRING CHANNEL & FITTINGS 





SOCKET 









¥ MOUNTING 
Approved by oe PLATE . 
Underwriters’ 


Laboratories 


standard, shallow base sign receptacle 
may be used with Ell-Strip. 

FULL SIZE STRIP—1-7/8” wide, 
1-5/16” deep. 

SAVES LABOR—no holes to drill 
—0° to 180° Ell-Strip adjustable joint 
permits jobs to be wired in your shop, 
folded up, and easily shipped. 

LOW COST—Ell-Strip is available 
at low prices because of clever design 
and quantity production with no sacri- 
fice of quality. 

LOW MAINTENANCE—patented 
construction makes it possible to re- 
move ANY socket at ANY time by 
merely loosening two screws. 


ELL-STRIP is a brand new develop- 
ment in wiring strip especially designed 
for easy installation and low mainte- 
nance. It is a full size strip for show 
window, cove lighting, and Lumiline 
lamp installations. 

We carry ample stocks on hand at 
all times to make immediate shipments 
of all parts. Write for our attractive 
trade discounts. 

EASY SOCKET SPACING—deter- 
mined by merely hack-sawing or snip- 
ping covers to desired length. 


USES STANDARD SOCKET—any 
SOLD THROUGH WHOLESALERS 


ELLICOTT MANUFACTURING CO. 
413 S. CLINTON ST. CHICAGO, ILL. 








TAKE ADVANTAGE OF THE 


ELECTRICAL 
WHOLESALER'S 
COOPERATION—AND 
ALSO TAKE 
\ ADVANTAGE 
OF MULTI QUALITY 









Multi Weatherproof 
Receptacles 


Vapor and Weatherproof 
Lamp receptacles that effec- 
tively seal the metal parts 
and lamp against moisture 
or corroding gases. Made 
in styles for open wire, for 
suspension from conduit or 
on outlet boxes and in 
sizes for lamps to 60 watts 
and to 150 watts. A thor- 
oughly satisfactory fixture 
approved by Underwriters. 





Multi Bushings 


The most practical and 
approved means for pro- 
tecting conductors when 
passing through metal. 
Multi Bushings are made 
in several styles, giving an 
assortment of over thirty 
items to select from. A 
Multi Bushing for every 
requirement. Will lock 
securely in place and can- 
not be loosened by vibra- 
tion. Be sure to use Multi 








Bushings for all-around 
satisfaction, 


Multi 
Copper Lugs 
are quality made 


highest 
conductivity 





Multi Glassteel Diffusers 


Glassteel Diffusers are ideal for cor- 





Multi Industrial Reflectors 


MULTI Industrial Reflectors are made 


low contact 


in hund of sizes and types to rec 

meet the varied demands of industrial heat loss as ae rg c7 "eos a 
establishments for efficient and correct breakage from vibration and expansion 
lighting. They do not crack or chip, because the glass globe is held by a 
are rustproof and are easily cleaned. all sizes MULTI “Gripit” holder with internal 
Specify MULTI reflectors for all your finger support. They are made of 
new and replacemnt work. A catalog 25 to 100 Armco Ingot Iron porcelain enameled 
of the complete MULTI line will be white inside and outside and are avail- 
sent gladly. amperes able in all standard types and sizes. 


MULTI ELECTRICAL MFG. CO. 


1840 W. 14TH ST., CHICAGO 
ETT STA SS a ee ae eae a a aS 





sion hinge, insulated base, and die-cast 
aluminum grids. Sandwich toaster may 
be used for any size sandwiches, or may 
be turned back to rest on handle for 
two-plate surface cooking. Coffee urn in 
tray set has 8-cup capacity; tray of wal- 
nut-finished metal with solid walnut 
handles. Landers, Frary & Clark, New 


oor ate on 





Britain, Conn.—Electrical Wholesaling, 
March, 1937. 


Foot Corrector 


Developed to correct foot troubles and 
relieve pain in other parts of the body, 
this appliance is a combination vibrator 
and infra-red ray emanator. Mechanism 
is housed in mound-shaped bakelite case. 
Plugs into light socket. Equipped with 
electro-magnetic motor, delivering 7200 
strokes a minute. Three way switch con- 





trol. Operates on 110 volts, ac. 60 
cycles. Vib-Ray-Ped Co., 629 W. 9th 
St., Los Angeles, Cal.—Electrical Whole- 
saling. March, 1937. 


Range Clock 


For use with electric ranges to time 
cooking operations, this “Clock Watcher” 
has been combined with condiment set. 
Clock and matching salt and pepper shak- 
ers are finished in ivory and chrome, 
black and chrome, red-trimmed. Switches 
cut off electric current automatically after 
an indicated lapse of time, while a musical 





chime sounds at the moment indicated by 
pointer on dial. M. H. Rhodes, Inc., 
Rockefeller Center, New York City.— 
Electrical Wholesaling, March, 1937. 
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Pendant Fixture 


Silver-mirrored reflector fitted into the 
bowl of this pendant lighting fixture 





gives maximum reflecting surface. Sim- 
plified socket and self-aligning canopy 
assembly for easy installation. Relamp- 
ing and cleaning done by allowing the 
bowl to swing down from two of its 
three arms. Plain stem hanger may be 
shortened on the job as no threading is 
necessary. Fixture takes 300 or 500 watt 
inside-frosted lamp. Finished in bronzed 
aluminum with band of polished alumi- 
num. Curtis Lighting, Inc. 1123 W. 
Jackson Blvd., Chicago, Ill—Electrical 
Wholesaling. March, 1937. 


Line Noise Filter 


For use with radio receivers to sup- 
press line noise interference, this filter is 





housed in a round polished aluminum 
casing with standard receptacle and 
ground-connection binding post at top and 
rubber-covered cord and plug. Radio set 
attachment cord plugs into filter recept- 
acle. Filter connection cord plugs into 
usual outlet. Fifty DB drop in filter 
prevents line noises in both standard and 
short-wave broadcast bands from reach- 
ing set. Technical Appliance Corp., 17 
E. 16th St., New York City.—Electrical 
Wholesaling, March, 1937. 


Electrified Server 


With portable server, electrified tray, 
and matched appliances, this “Little 
Hostess” ensemble is available in two 
patterns. Appliances include toaster, per- 
colator and waffle iron. Each ensemble 
has one 10 ft. and two 2 ft. cords and plug 








Look at the Record! 





ROYAL CRYSTAL FUSE PLUG 


TELL-TALE DISK + apne 
identifies amps an 
phasizes blow, assuring 
quick replacement. Glass 
top guarantees visibility 
and safety. 





ROYAL CARTRIDGE FUSE 
with 
SAFETY HANDLE 


No more searching for 
fuse pulling devices. Safe, 
shockproof handle is per- 
fectly insulated — made of 
durable fibre. Ampere rat- 
ings clearly marked. 
Manufactured according to 
N. E. C. Standards, and 
approved by Underwriters’ 
Laboratories, Inc. Royal 
Handle Fuses cost no more 
than ordinary cartridge 
fuses. 
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Royal invented and led the way with 
Glass Top Fuses and were first with 
the TELL TALE DISK—providing fuse 
visibility and safety never before 


known. 


Royal then introduced the handle fea- 
ture on cartridge fuses—designed for 
user safety—a revolutionary and 
needed improvement. 


Royal now shows the way to 
effective wire merchandising 
with a self contained wire dis- 
play stand for counter use with 
a line of superior quality wire. 


Write for samples and complete 
details. 
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sets for use with the electrified tray, in 
addition to three standard 6 ft. cord and 
plug sets. A double electrical outlet is 





of two 
may be 


built into tray, permitting use 
appliances simultaneously. Tray 
used separately on other tables, or sim- 
ply as a server. Stand folds for storing. 
Manning, Bowman & Co., Meriden, Conn. 
—Electrical Wholesaling, March, 1937. 


Motor-driven Heater 


Intended for home heating in areas 
where gas burning equipment is more ad- 





vantageous to the consumer, this new 
gas burner has positive heat-control. 
Motor driven blower creates pressure 
within burner, to overcome outside pres- 
sure from high winds, drafts, etc. Ad- 
justable for correct mixture of gas and 
air. Complete combustion secured through 
conduction of air through three tubes, per- 
mitting direction of exact amount of air 
to each part of flame. Safety features 
include low-burning gas pilot; three-stop 
starting gas valve; outside pilot lighter 
and gas pressure regulator, and low- 
voltage thermostat. Norge Div., Borg- 
Warner Corp., 670 E. Woodbridge St., 
Detroit, Mich.—Electrical Wholesaling, 
March, 1937. 


Electric Razor 


Made for use with the standard razor 
blade, this electric razor has drive pin in 
razor head which moves blade lengthwise. 


| 





se 


Waterproofed for safety, the 


“Electro- 
Shav” razor operates on 50 or 60 cycle 
a.c. Handle is of bakelite. Head and 
razor top are chromium plated steel. 
Equipped with waterproof cord and spe- 
cial tight-fitting attachment plug. Lists 
at $7.50. Electro-Shav Razor Co., 821 
W. Olympic Blvd., Los Angeles, Cal.— 
Electrical Wholesaling, March, 1937. 


WOLVERINE LUGS 
Sold ONLY Through 
the WHOLESALER 


Wolverine maintains a consistent pol- 


icy of distributing Soldering Lugs and 
Sleeves only through recognized whole- 
sale channels. 

Large factory stocks permit prompt 
shipment in any size or in any quanti- 


ties needed. 





WOLVERINE 


TUBE COMPANY 
1441 Central Ave. 
Detroit, Mich. 

















YOU'LL NEVER HAVE DRILLS 
TAKEN FROM/Z24_ STAND 





ALL-METAL ATTRACTIVE 


Furnished free with 


and OB-5 %” standard TO HELP YOU 


duty drills. 


SELL DRILLS 


The complete Signal drill line is constantly on 
display—which is worth dozens of drills out of ‘Sight 
on a shelf, Your trade can handle these drills, too 
—another important feature in selling drills. The 
stand is attractively finished..in ght 
black—is 52 inches high ; weighs bg “peuede. Let 
this valuable ‘‘salesman’’ go to work for you at once. 


Signal Electric Mfg. Co., 


Menominee, Mich. 


GMAL 
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Pacific Division Meets 

The Pacific Division, NEWA, held 
its annual meeting at Del Monte, Cal., 
February 4 to 6. A registration of 
140 was the largest in the history of 
the organization. Speakers, including 
A. I. Appleton, president, Appleton 
Electric Co., Chicago; E. O. Shreve, 
vice-president, General Electric Co.; 
R. E. Fisher, president, Pacific Gas 
& Electric Co., and L. A. MacArthur, 
vice-president, Pacific Power & Light 
Co. of Portland, Ore., emphasized in- 
creased market opportunities for 1937, 
legislative trends, relation of taxes to 
profits, and the initiation of a com- 
modity committee program similar to 
that of the national organization. 

B. S. Manuel, Los Angeles district 
manager, Westinghouse Electric Sup- 
ply Corp., was elected division chair- 
man for 1937-38. The next meeting 
will be held June 17-19 at Del Monte. 


Clubs Plan Joint Session 


A joint meeting of the Lake Michi- 
gan and the Missouri River Valley 
Clubs will be held April 29 and 30 at 
the Elms Hotel, Excelsior Springs, Mo. 
H. D. Roseth, Co-Op Elec. Supply Co., 
Chicago, is chairman of the joint meet- 
ing, and A. J. McGivern, managing 
director of the Chicago Electrical 
Wholesalers Association, is secretary. 


Wetmore Heads Collyer Wire 


V. C. Bruce Wetmore, for the past 
18 years vice-president of the Collyer 
Insulated Wire Co., Pawtucket, R. I., 
and a leading New England wholesaler, 
has been elected president of Collyer, 
succeeding the late Howard W. Fitz. 








@ 

HARD AT IT.—Nat L. Reifler, vice- 
president of the Electra Supply Co., 
Poughkeepsie, N. Y., found spare time 
rather scarce when he had to carry his 
own job and pinch hit for his father 
who was confined to the hospital. Mrs. 
Reifler found it necessary to visit him 
while at work. After this picture was 
taken, the “flu’’ took him out of har- 
ness, too. Both are back on the job 
now. 


REASON 1. Lightoliers are the only 
consistently nationally advertised fixtures. 
Your own experience with other nationally ad- 
vertised lines of equipment tells you what this 
means — profit-wise! 

REASON 2. Lightolier products have 
for years been featured by the most success- 
ful distributors throughout the United States. 


REASON 3. Lightolier distributors are 





backed by a complete, tested, merchandising 
program: live leads on new construction, fac- 
tory representatives to assist you and your 
customers, business-producing booklets, dis- 
plays to help increase your sales and profits. 


REASON 4. Lightolier distributors have 
complete lines for all periods, every location 
—in the price ranges that produce maximum 
net returns. 


FOR PROFITS, lighting equipment leads all electrical lines. 
FOR MAXIMUM PROFITS, line up with Lightolier! Write for 1937 Profit Plan. 








LIGHTOLIER 


11 EAST 36th STREET, NEW YORK CITY 
1266-68 MERCHANDISE MART, CHICAGO 
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Double 
with the same operating cost— 
extra sales punch free—that’s the 
irresistible appeal to merchants 
afforded by Sterling Lite-Flo 
Reflectors and Sterling FRONT- 
LINE LIGHTING. 


lighting value 


However successful your 
present sales effort, the plus 
value of Sterling FRONT-LINE 
LIGHTING will not only help 
you close more contracts, but 
each installation will prove a 
powerful builder of good will. 


Why not get the com- 
plete story of Sterling FRONT- 
LINE LIGHTING—the last word 
in show window lighting effi- 
ciency. Just mail the coupon. 


REFLECTOR & 
ILLUMINATING CO. 


1437 W. Hubbard St., Chicago 








Reflector & Illuminating Co., 
1437 W. Hubbard St., Chicago. 


Send catalog and complete information on 
STERLING FRONT-LINE LIGHTING’ with 
STERLING Lite-Flo Reflectors. 
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SALES MANAGER of the Capitol 
Electric Supply Co., Lansing, Mich., is 


Frank T. Munger. Before joining this 
wholesale house, Mr. Munger had spent 
many years with manufacturers. Re- 
cently he was with the Detroit office 
of Curtis Lighting. Before that, with 
Moe Bridges. 











Northland Supply Hits 
Price Cutting 


As its contribution to stabilization of 
the market, the Northland Electric 
Supply Co., Minneapolis, has prepared 
a message titled, “The Folly of Price 
Cutting,” which appears on the inside 
of its general catalog. It reads: 

“Contractors have obviously suffered 
from the psychological effect of general 
business conditions, which has been 
evidenced by extensive price-cutting. 
We believe the evil of price-cutting 
would be corrected if this fact was ap- 
preciated and there was a better under- 
standing of how price-cutting affected 
your profit. 

Consequently we have prepared this 
chart to show how “The Folly of Price 
Cutting” works. We hope you can use 
it to good advantage. 

On a Basis of 30% Gross Profit, 

a Cut of 

Five percent requires 14 per cent 
more dollar volume and handling 20 
per cent more merchandise. 

Eight per cent requires 25 per cent 
more dollar volume and handling 364 
per cent more merchandise. 

Ten per cent requires 35 per cent 
more dollar volume and handling 50 
per cent more merchandise. 

Twelve per cent requires 47 per cent 
more dollar volume and handling 66% 
per cent more merchandise. 

Fifteen per cent requires 70 per cent 
more dollar volume and handling 100 
per cent more merchandise. 

Twenty per cent requires 140 per 
cent more dollar volume and handling 
200 per cent more merchandise. 

In other words, if you cut the price 
15 per cent on a $100.00 sale it is 
necessary to sell $170.00 in volume and 
you must handle twice as much mer- 
chandise before you make a profit of 
$30.00 to which the original $100.00 
sale entitles you.” 





SIMPLE, ISN’T IT? 
ILSCO 






SOLDERLESS CONNECTOR 


NOTICE: The triangular wedge formed by 

the tang and V-bottom collar 

which forces the wire into a soli 

mesh— 

NO set-screw contact... 

NO flattening or separating of 
wires... 

NO limitation to one size wire . . 

NO shearing effect whatsoever . . 

NO special tools required to 
make connection .. . 


NO need for you to search any longer for the PERFECT 
Solderless Connector—WE HAVE IT! 








Ilsco solder lugs show the size of the largest 
wire they will take. 





FREE—A large display board, | 
containing mounted samples of 
ILSCO lugs. Sent upon request. 











ILSCO COPPER TUBE & PRODUCTS, INC. 
5629 Madison Road, Cincinnati, Ohio 











PROFITABLE 
LAMP SALES 


HERE'S YOUR OPPORTUNITY—T0 
CAPITALIZE ON CANDLE TYPE LAMP SALES 


NALCO have announced to the dealer 
trade a complete series of "Profit Pack- 
ages" on Candylbeme and Candle Flame 
Lamps. Unit of sale to the dealer ranges 
from $12.00 to $50.00, and includes a 
complete setup of merchandising mate- 
rial. Window displays, counter displays, 
wall displays, newspaper mats, and litera- 
ture will be supplied free in proportion 
to original stock order. 


Wide - awake jobbers 
have found the sale of 
NALCO Candle Type 
lamps highly profitable 
and a consistent money 
maker. 








Why not take 


this opportun- su % 
ity to open up all potential 
dealer outlets home owners 





a consistent erence for 
wide-margin re- colonial archi- 
turn? Full de- tecture. Candle 
tails will be type lamps are 
supplied upon deal for can 
request. Write dle-type colo- 
at once. nial fixtures. 


NORTH AMERICAN ELECTRIC LAMP CO. 
1151-B South Broadway St. Louis, Mo. 
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Municipal Plant Must Quit 
Appliance Selling 


Chief Justice Rugg of the Massachu- 
setts Supreme Judicial Court has 
handed down an opinion declaring that 
the Concord municipal lighting plant 
has no legal authority to merchandise 
electric appliances under the law by 
which it was established. The suit 
against the town was brought by two 
electrical contractors, MacRae and 
Hoben, and by other citizens who con- 
tended that the taxpayers were obligated 
to shoulder any losses resulting from 
appliance merchandising. 

The town averred that the lighting 
department revenue had increased by 
over $31,000 in four years a result of 
its merchandising activities, during 
which 128 refrigerators, 115 ranges and 
49 water heaters were marketed, be- 
sides many smaller home appliances. 
The court held that private companies 
could conduct this kind of business as 
an adjunct to their regular activities, 
but that municipalities are more nar- 
rowly restricted. 


New G. E. Supply Catalog 


The new wiring materials catalog, 
published last month by the General 
Electric Supply Corp., Bridgeport, pre- 
sents a radical departure from the usual 
catalog practice. 

The catalog sections are preceded by 
a 44 page reference section, entitled 
“Wiring Materials for All Purposes,” 
designed to promote adequate wiring 
in homes, stores, and factories. IIlus- 
trations, diagrams and wiring check 
lists provide a practical guide to ade- 
quate wiring for present and future 
needs in all types of buildings. 

This 528-page volume is the second 
in the Supply Corporation’s new series 
of catalogs. A lighting book, pub- 
lished last year, contains similar in- 
formation on the installation of com- 
mercial and industrial lighting. 

“In both of these publications,” states 
A. C. Prange, manager of supply sales, 
“we have endeavored to not only place 
in the hands of the trade books on 
wiring and lighting that would be of 
practical assistance in actual sales work, 
but also to provide, for reference pur- 
poses, more complete listings of ma- 
terials.” 


NEWA Appoints Committee 


The following have been appointed 
as a committee of NEWA to contact 
the International Association of Elec- 
trical Inspectors: H. C. Calahan, Gen- 
eral Electric Co. New York City, 
chairman; F. R. Eiseman, Revere Elec- 
tric Co., Chicago, and E. A. Jones, 
Havens Electric Co., Albany. 
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TO MAKE 1937 
YOUR GREATEST 









YEAR 


by using the 
HARRISON Wholesale Catalog 


1937 marks the Harrison 
Wholesale Company's Sil- 
ver Jubilee—a quarter cen- 
tury of progress—25 years 


of satisfactory service to 





contractors and dealers— 
25 years of a true coopera- 


tive spirit. 
* 


D MER ° 
GOOD MERCHANDISE a 


e Wholesale Catalog is 


SHIPPED QUICKLY easy to read 


easy to order from 
actual costs shown 


Buy from the Harrison Wholesale Catalog. If you 
do not have a copy write us for the latest—our 
Silver Jubilee Catalog No. 243 with 128 pages 
of electrical products that will help you make 1937 
your greatest year. 


HARRISON WHOLESALE CO. 


PEORIA STREET at WASHINGTON BLVD. 


CHICAGO, ILL. 
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NEW PORTABLE LAMP 


WEATHER PROOF _ 
- SCRATCH PROOF 
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FRANK W. MORSE ——— 


MASSACHUSETTS 


COMPLETE PROTECTION FROM A L 


S STREET 


- BOSTON, 


301 CONGRES 








For Wholesalers and Manufacturers! 


JOINT MEETING 


Lake Michigan Club Missouri Valley Club 


The Elms Hotel, Excelsior Springs, Mo. 


April 29 and 30 


Open Session each morning—Golf tournament each afternoon 


H. D. ROSETH, Chairman 
812 Jackson Blvd. 
Chicago 


A. J. McGIVERN, Secretary 
600 W. Jackson Blvd. 
Chicago 
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RECORD CHECKING was mighty 
pleasant this past year for electrical 
wholesalers and the findings of Walter 
M. Zick and O. E. Heinrich were well 
in line with the industry as a whole. 
Mr. Zick is branch manager of the 
General Electric Supply Corp., Lansing, 
Mich., and Mr. Heinrich is operating 
manager. 





Payne New Electrical Chief 


John H. Payne, former export trade 
executive of the Westinghouse Electric 
& Mfg. Co., is the new chief of the 
Electrical Division, U. S. Bureau of 
Foreign and Domestic Commerce. He 
succeeds Andrew W. Cruse, who was 
recently appointed to the Federal Com- 
munications Commission. 


New England Trade Show 


The Electrical Manufacturers Repre- 
sentatives Club of New England held 
its fourth annual Electrical Trade 
Show at the Bradford Hotel, Boston, 
March 3-5. Products of over 400 
electrical manufacturers were exhibited 
in more than 100 booths. H. J. Mac- 
Donald was chairman of the trade show 
committee. 


Operating Cost Committee 
Revived by NEWA 


For the first time in several years, a 
committee to study operating costs of 
electrical wholesalers has been ap- 
pointed by NEWA. The members 
selected by Chairman L. E. Latham to 
serve on this committee include: J. G. 
Johannesen, and L. M. Nichols, Gen- 
eral Electric Supply Corp., Bridgeport; 
W. Williamson and W. M. Dick, West- 
inghouse Electric Supply Co. and W. J. 
Kranzer, Crannell, Nugent & Kranzer, 
all of New York City. 

At the organization meeting of this 
committee, J. G. Johannesen was elected 
chairman, W. J. Kranzer vice-chairman, 
and L. M. Nichols, secretary. 
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Census Bulletins Report Sales 
By States and Cities 


Wholesale Distribution, Volume II 
and III, a part of the Census of Busi- 
ness, 1935, are now available from the 
Bureau of the Census of the U. S. 
Department of Commerce. Volume II 
presents data on number of wholesale 
establishments, net sales, operating ex- 
penses, personnel, pay rolls, and stocks 
by types of operation and kinds of busi- 
ness, for each state and for 25 selected 
wholesale trade centers. Volume III 
contains data on number of establish- 
ments, net sales, number of employees 
and pay rolls only for each city and 
county. 

The statistics were collected during 
1936 by a field canvass of wholesale 
establishments which was financed with 
WPA funds. A special report on the 
electrical wholesaling trade is now in 
preparation. 


Utility to Distribute 
G. E. Air Conditioning 


The Consolidated Edison Co., New 
York City, has been appointed sole dis- 
tributor for all General Electric heating 
and air conditioning products using gas 
for fuel, in the metropolitan territory 
in which its affiliated utility companies 
operate. Public Service Electric and 
Gas Co. of New Jersey also became the 
distributor of General Electric’s gas- 
fired air conditioning line recently. 








BLOW, WIND, BLOW. You might 


make an impression on Howard 
Wheeler's tie, but you'll have to do 
a better job to phase Howard himself. 
Our wind-defying friend hails from 
Muskegon, Mich., where he works in 
the stock room of Independent Elec- 
tric Co. 
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The Latest—Most Complete Edition 


of Revere Electric Company's Cata- 
log "D" Has Been n Manion to You 


Definite helps and in- 
formation on our com- 
prehensive line of 
Service Station lighting 
equipment. 


@Revere Hinged Flood- 
light Poles 


e@Revere Floodlights 
for high and low 
mounting. 


@Revere Sign Stand-. 
ards and illuminating 
accessories. 


@Revere Service Lites 
for greasing pits and 
lifts. 


@Revere Island Light 
Standards. 


@Revere Air, Water & 
Light Standards and 
many other impor- 
tant items that make 
service stations at- 
tractive and inviting. 


Read it! — —. Use lt! 


It will make money for you every time 


REVERE ELECTRIC COMPANY 


bed W. JACKSON BLVD CHICAGO 


tL4 MU2ALC 7S OF GeA tLOoO0| >LE 
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SERVICE STATION LIGHTING EQUIPMENT OF EVERY DESCRIPTION 
(RE ERE ARRE TN RTT mma 
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LIGHTING PROFIT 
MAKERS FOR 
ALL INDUSTRY 


COLOR 
MATCHERS 


Industrials such as 
clothing, cotton, hos- 
iery, jewelry, millin- 























ery, paint, tobacco, 
woolen and illustra- 
tors and printers 


have need for color 
matchers and whole- 
salers can sell them. 
The Oamco color 
matchers have been 
designed to repro- 
duce actual daylight 
as represented by 
uniformly overcast 
sky and devoid of 
direct sunlight. A 
250 watt G-30 in- 
side frosted ‘“In- 
direct Lite’’ only 

is used. Finish 
is sprayed stat- 
uary bronze 
outside, wired 
with switch, 
8 ft. cord 
and rubber 
plug cap. 





Tested and certified to conform with the 
specifications of the RLM Standards In- 
stitute. Made in 5 sizes for general indoor 
and outdoor use. 


Alzak Aluminum Floodlights 


YOU CAN BUY 
OAMCO 
PRODUCTS 
FROM YOUR 
WHOLESALER 


Outdoor lighting for football fields, serv- 
ice stations, playgrounds, construction 
work, etc. Made for lamps from 300 to 
1500 watts. 


Write for illustrated catalog, 
technical and sales data. 


OVERBAGH & AYRES MFG. CO. 
411 S. Clinton St., Chicago, Ill. 





LOOKING UP. That's the way Sol 
Fleck reports the business outlook as 
he gets around as sales manager of the 
wiring and construction department of 
the Electra Supply Co., Poughkeepsie, 
ee 





Book Review 


Connecting and Testing Direct-Cur- 
rent Machines. By E. A. Annett, asso- 
ciate editor, Power, and A. C. Roe, 
insulation engineer, Detroit service de- 
partment, Westinghouse Electric & 
Mfg. Co. 302 pp. McGraw-Hill Book 
Co., New York City. Second edition. 
1937. $3.00. A practical presentation 


of the problems arising in the reconnect- . 


ing of direct-current machinery for 
changes in speed and voltage; with 
methods of making tests for the locating 
of faults, and directions for the making 
of repairs. Many diagrams and worked- 
out problems are included. In this edi- 
tion several new chapters take into 
account the changes in standard prac- 
tices, materials and methods of testing 
effected since the first edition was pub- 
lished. 





OBITUARY 














148 


David T. Wadsworth 


David T. Wadsworth, vice-president 
and chief engineer of the Wadsworth 
Electric & Mfg. Co., Covington, Ky., 
died January 15 in Louisville. He was 
67 years old. He was at one time con- 
nected with the Cincinnati Traction Co. 
and later founded one of the first elec- 
trical contracting firms in the vicinity. 
In 1934 Governor Chandler of Ken- 
tucky presented him with a _ bronze 
plaque commemorating his 50th year 
in the electrical industry. 




















Stock lines and 
special work to 
the trade only 


New No. 37 
Catalog Now 
Ready— 


GRUBER BROTHERS 
72-78 Spring St., New York, N. Y. 














SHERMAN 
Bakelite Fixture Connectors 





EST RARE 


ASSEMBLY 


THE BEST 
Now at the 
Price of the Cheapest 
Send for free samples. Sold by jobbers. 


H. B. SHERMAN MFG. CO. 
Battle Creek Michigan 




















AFR 


THE f | 
| 


ORIGINAL 
SOLDERING 


AS) Y 


SURMLEY . | 

ROLDERING BASH 
PASTE ene 
A uniformly good paste, that has 37 
years of success behind it, is the right 
one to carry. Burnley’s has a fine repu- 
tation and costs no more. Stock it with 
confidence—it’s approved by Under- 
writers’ Laboratories. 


Burnley Battery & Mfg. Co., 


North East, Pa. 
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TORISFORM = 


A size and type 
for every purpose. 


Standard stock sizes 
V4, to 50 Kv.-a. 
other sizes to order. 


® 


% ae pee ind Phase 
Transformer 





Easy and 
economical 
to install. 
Require no 
fireproof 
vault or en- 
closure of 
any kind. 





No oil — no upkeep. 
Approved by Underwriters 


Ideal for obtaining 110 
volts for lighting, portable 
tools. and other apparatus, 
from 220, 440 or 550 volt 
A.C. power. 

Also for voltage boost- 
ing, phase changing and 
other power applications. 





50 KV-a Single Phase 
Transformer 


Available through wholesalers everywhere 





Write for literature and prices 


SorGeL ELectric Co. 


No. Plankinton Ave., Milwaukee, Wis. 

















TRADE BULLETINS 








Air Conditioning—Booklet entitled, 
“Consolidated Odor Absorbers in Air 
Conditioning.” Features cost of opera- 
tion and savings through use of these 
“Absorbers.” Savings are tabulated for 
various air volumes.—Consolidated Air 
Conditioning Corp., 114 E. 32nd St., 
New York City. 


Capacitors—Reference table for cal- 
culating necessary capacitor KVA to 
correct load to desired power-factor. 
Reverse side shows the amount of cur- 
rent drawn by capacitors and also speci- 
fies the sizes of switches to be used 
with varying sizes of capacitors.— 
Cornell-Dubilier Corp., S. Plainfield, 
N. J. 


Circuit Breakers—Bulletin GEA- 
2505. 8 pp. Illustrates and describes 
Type AF-1 circuit breakers for office 
buildings and industrials. Includes dia- 
grams of dimensions; graphs and tables 
relating to application and time-current 
characteristics—General Electric Co., 
Schenectady, N. Y. 


Circuit Breakers—Bulletin CA-543A. 
Technical and descriptive data on the 


Multi-breaker—Square D Co., 6060 
Rivard St., Detroit, Mich. 
Fans—Unit No. X-1949. Catalog, 


28 pp. Illustrating and describing com- 
plete 1937 line of fans. Unit No. X-1950. 
Catalog, 4 pp. covering line of “Sea- 
breeze” fans. Unit No. X-1925. Bulle- 
tin, 4 pp. Illustrating and describing 
available sales helps for 1937—Emerson 
Electric Mfg. Co., St. Louis, Mo. 


Fans—Booklet, 32 pp. Titled, “Breezy 
Tales of Summer Sales.” The story of 
a line of circulators and ventilating 
fans. Profusely illustrated with installa- 
tion photographs of all descriptions.— 
Kisco Co., 4414 W. Papin St., St. Louis, 
Mo. 


Fuse Links—Descriptive and technical 
data covering line of tension type uni- 
versal fuse links. Includes charts giving 
time current and arcing characteristics. 
—Porcelain Products, Inc., Parkersburg, 
W. Va. 


Ground Clamps—Bulletin No. 3018. 
Illustrations and technical data cover- 
ing new Type GH “Groundem” ground 
clamps. Includes prices.—Burndy Engi- 
neering Co., 305 E. 45th St., New York 
City. 


Hole Cutters—Folder announcing 
new hole cutter made in three sizes to 
cut holes in all standard sizes. D & D 
Tool Co., 2518 Western Ave., Seattle, 
Wash. 


Incandescent Lamps—Booklet, 32 pp. 
A sales manual on Champion lamps for 
the wholesaler, his salesmen and his cus- 
tomers who sell these lamps. Includes 
performance diagrams, installation 
photographs and a catechism on the 
product.—Champion Lamp Works, 
Lynn, Mass. 
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lf YOU want the most modern 
complete line of conduit fittings 


SPECIFY 











Simple 


to use 


Large 
accessible 
wiring 
space 


Non-breakable 
malleable 
iron 


Non-corrosive 
cadmium 


finish 





Sold through leading jobbers 


everywhere 


SIMPLET ELECTRIC CO. 


5100 RAVENSWOOD, CHICAGO 
10-12 JONES ST., NEW YORK 


Catalog and Information upon 
Request 


<<iMPLEE> 
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=—ELECTRICAL= 
MANUFACTURERS: 


Every man in your organization 
having any contact with electrical 
wholesalers should have a copy of 
this new 


1937 Edition 

















NEW 


COMPLETE 


JUST 
OFF 
THE 


PRESS ACCURATE 











Out-of-date information on your wholesalers is more than misleading—it's down- 
right expensive, particularly when up-to-the-minute data is now available. 


Several thousand corrections, revisions, eliminations, personnel changes and 
additions have been made in the 1937 Verified Directory of Electrical Wholesalers. 
54 news houses have qualified for listings, 35 houses have been dropped. Houses 
carrying less than $50,000 inventory have been classified in three groups, ac- 
cording to size. 


The 1937 Directory will save many hours of “sales time” and answer day-to-day 
questions on problems of keeping the distributor picture up-to-date. Order copies 
for your sales department today and profit through “verified” distribution. 
Single copies $15.00—additional copies, $7.50. 


A Service of 


A McGraw-Hill Publication 
330 West 42nd Street, New York, N. Y. 








Incandescent Lamps—Broadside de- 
signed for mailing to consumer. Titled, 
“True Value.” Featured by a diagram 
pointing out and describing the special 
points of construction of the Champion 
lamp.—Champion Lamp Works, Lynn, 
Mass. 


Industrial Lighting—Handbook en- 
tiled, “A Manual of Factory Lighting 
Practice.” 36 pp. Provides the plant op- 
erating executive with a complete 
treatise covering the commonly encoun- 
tered problems of factory lighting and 
their solution. Profusely illustrated.— 
Benjamin Electric Mfg. Co., Des 
Plaines, Ill. 


Lighting—Bulletin LD-5. 36 pp. A 
study entitled, “Lighting for Seeing in 
the Office,” prepared by W. C. Brown 
and Dean M. Warren. Illustrated with 
diagrams, photographs and tables. In- 
cludes complete recommendations.— 
General Electric Co., Nela Park Engi- 
neering Dept., Cleveland, O. 


Linestarters—Leaflet 20568-A.  Illus- 
trates and describes the Class 11-220 
line of midget contactors and _ line 
starters. Westinghouse Electric & Mfg. 
Co., East Pittsburgh, Pa. 


Materials Handling Equipment— 
Folder No. 321. Ilustrates line of lift 
trucks, lift truck platforms, floor trucks, 
stackers, portable elevators etc.—Lewis- 
Shepard Co., 175 Walnut St., Water- 
town, Mass. 


Meters—Catalog Section 42-210. 16 
pp. Illustrates and describes polyphase 
detachable meters. Application, con- 
struction, features, dimensions, wiring 
diagrams and performance character- 
istics are covered.—Westinghouse Elec- 
tric & Mfg. Co., E. Pittsburgh, Pa. 


Refrigerators—Booklet HA-300. 32 
pp. Describes in detail the 1937 line 
of household refrigerators. Lavishly il- 
lustrated with photographs of the units 
and individual features. — Frigidaire 
Div., General Motors Sales Corp., Day- 
ton, O. 


Shipping Data—Co-ordinated Rate 
Guide. 1,350 pp. Thumb-index refer- 
ence leads the user to the comparative 
rail, truck, express and parcel post 
shipping rates from 109 key points 
throughout the cbuntry to thousands of 
destinations —Consolidated Guide Corp., 
153 N. Michigan Ave., Chicago, III. 


Switches and Panelboards—Condensed 
catalog, 94 pp., illustrated, of controlling 
and distributing apparatus for electric 
light and power.—Bull Dog Electric 
Products Co., Detroit, Mich. 


Transformers—Catalog Pages. De- 
scriptive data 75-240. Covers a line of 
luminous tube transformers. Illustrated. 
Westinghouse Electric & Mfg. Co., East 
Pittsburgh, Pa. 


Wires and Cables—Bulletin BW _ 3, 
“Building Wires and Cables,” 48 pp., 
illustrated, describes electrical conduc- 
tors for power and lighting circuits in 
buildings of every type—General Cable 
Corp., 420 Lexington Ave., New York 
City. 


150 ELECTRICAL WHOLESALING — March 1937 




















FLOOD- 
LIGHTS 





REFLECTORS 


Write For Catalog 


ENDER MFG. CO., New York, N. Y. 
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SUPPLY SALESMEN WANTED 


Chicago Electrical Wholesaler well 
financed and established is desirous 
of attracting six young men who 
want future in electrical business. 
Applicant must be between 25 and 
30 years of age. Must have at 
least 3 years’ experience selling or 
handling electrical equipment. Ag- 
gressive sales campaign and addi- 
tional schooling will assure applicant 
a good future with opportunity of 
becoming financially interested thru 
a bonus system. At least high school 
education necessary. Must be gentile. 
Remuneration: salary plus commis- 
sion. Our employees know of this 














CU 








advertisement. Chicago applicants = 
can write in the fullest confidence. = 

Box 257 Electrical Wholesaling = 
330 W. 42nd St., New York, N. Y. = 


ee 


Manufacturers Since 1914 


CODE e INTERMEDIATE @ 30% 
RUBBER INSULATED 
BUILDING WIRE 


LEAD COVERED WIRE 
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FIXTURE WIRE 
TELEPHONE AND 
TELEGRAPH WIRE 










Should you bus] 
trom the good 
little fellow? 








ACORN INSULATED WIRE CO. 
225 King Street, Brooklyn, N. Y. 


Send me: (check) 


O‘‘Why Should I Buy from the Good 
Little Fellow ?’’ 


O Samples and Prices 


COMPANY 


LOCATION 


PIG ceivacsiovecscepevslvevendvcas : 





CLASSIFIED ADS 


Rates: Fifty words or less, one inser- 
tion $2.00, additional words two cents 
each. Payment in advance is required 
for advertising in this column. 





Lines Wanted 


Manufacturers’ Agents, completely 
set up with offices, warehouse and sales- 
men, will handle a few lines for re- 
putable manufacturers whose lines are 
sold through electrical wholesaling 
trade in Philadelphia, Baltimore and 
Washington territories. Twenty years 
experience. Correspondence solicited. 
Box 31, ELectricAL WHOLESALING, 330 
W. 42nd St., New York City. 


Manufacturers’ Representatives, met- 
ropolitan New York area, successfully 
contacting electrical jobbers, telephone 
supply houses and utilities, desires ad- 
ditional lines. Well known and long 
established. Opportunity for manufac- 
turer of electrical telephone or utility 
supplies and equipment to avail himself 
of experienced staff, and warehouse fa- 
cilities. Box 32, ELecTRICAL WHOLESAL- 
ING, 330 W. 42nd St., New York City. 


Manufacturers’ Representatives, well 
established, with office and warehouse 
in Chicago, covering Illinois, Wiscon- 
sin, Western Michigan, northern In- 
diana and eastern Iowa, is interested in 
line of cords and line of outlet boxes, 
connectors, etc. Now representing one 
of the leading rubber covered wire 
houses and conduit manufacturers. 
Over twenty years in business. Box 
33, ELEcRTICAL WHOLESALING, 330 W. 
42nd St., New York City. 


Sales Representative desires line for 
electrical trade, covering all or part of 
New England. Aggressive and intelli- 
gent representation backed by years of 
successful merchandising in this terri- 
tory. Box 34, ELEcTRICAL WHOLESALING, 
330 W. 42nd St., New York City. 


Manufacturers’ Agent, with electrical 
and hardware wholesale following. 
Covering Nebraska and Iowa. Head- 
quarters in Omaha. Private warehouse 
and office. Desire well known lines of 
lighting fixtures and electrical supplies. 
Now representing well known factories 
and doing successful selling job. Refer- 
ences upon request. Box 35, ELECTRICAL 
WHOLESALING, 330 W. 42nd St., New 
York City. 


Representatives Wanted 


Agents, specializing on lighting equip- 
ment, contacting wholesalers, dealers, 
department stores, etc., to handle re- 
putable line of display lighting equip- 
ment. Several territories open. Outline 
specifically territory covered. Box 36, 
ELECTRICAL WHOLESALING, 330 W. 42nd 
St., New York City. 
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... HUNDREDS 


of sales opportunities 
for you with this— 





No. 200 
ALL PURPOSE 


FLOODLIGHT 














This unit meets so many needs—is so 
effective—gets such wide approval—and 
means so much in profits that it is only 
natural that Jobbers are turning to it in 
such large numbers. 


No. 200 is primarily for use where good 
intensity is desired in small areas. It is 
unequalled for general utility use in both 
commercial and decorative lighting. 
Made for outdoor and indoor use — 
weatherproof and rustproof. Priced low 
—an unusual value—attractive discounts. 
Write for full details. 








No. 333 
UTILITY BRACKET 





Another new unit with great sales possi- 
bilities for wholesalers. For use in ga- 
rages and outbuildings to give general 
lighting over a small area outdoors. The 
unit is an outdoor bracket 24” overall in 
length. Made up of wall mounting plate, 
a goose neck of %” pipe, a 10” shallow 
steel shade, finished in baked enamel. 
A 60 or 100 watt lamp can be used. 
Comes already wired. Write for details. 


ELECTRIC DISTRIBUTING CO. 


126 N. UNION AVE. 
CHICAGO, ILL. 








MANUFACTURERS 
OF OUTDOOR 


LIGHTING SPECIALTIES 
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